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CEILING 
OF 
LIGHT 





New! Leaderall 
Suspension Clips 
New grooved suspens 
clips of steel hold louve 
plastic units firmly at end 
of adjustable tie rods to 
form a completely level, 
rigid ceiling at any desired 
height. 


‘ 


For joining 2 
end-to-end sections 





Pe 


“ 


High footcandles...low brightness 





Leader's plastic louvered ceiling provides light from wall to wall, 
evenly distributed and properly shielded for maximum efficiency, freedom 
Sar 4 taaee from glare, and minimum shadows. The Leaderall grilles are easily 
resent ~ installed, instantly removable... feather light, yet tough and warp-proof. 
A on May be used with any type of fluorescent fixture, in finishing new 
PY ceilings or remodeling old ones. No interference with air conditioning 
or sprinkler systems. Ideal lighting for drafting rooms, a wide 







variety of commercial interiors, offices, cafeterias. 


Sold and installed by the better 
For finishing electrical wholesalers and contractors 
individual corners 


%. 


i; YY Aneucaa Mol Lo eyhiing Cyujpment Manvfactuncr 


LEADER ELECTRIC COMPANY + 3500 North Kedzie Avenue, Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario, Canada 
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On this air compressor circuit—a typical example of high 
starting torque—the motor goes on-and-off approximately 120 times 
in the course of a 10-hour day. 


The “ECONOMY DELAY” Fuses shown in this application, operating 
under these extreme conditions, have blown rarely. If a fuse 

does blow, all that is required to restore the original fuse efficiency 
is to insert a new “ECONOMY DELAY” Renewal Link. This requires 
only a minute or two— which means minimum “down time”... and 
the cost of an “ECONOMY DELAY” Renewal Link is 3 cents per blow! 


The life of an Economy Fuse Cartridge is practically infinite, so, 
you save money on fuse maintenance and at the same 
time conserve scarce brass and copper. 





Give the extra protection of “ECONOMY DELAY” Fuses to all 
your circuits. Your wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the ECONOMY Catalog and Price List. 


i 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenvicw ave, cuicnco 14, inunois ssrwsecars, 


ELECTRICAL WHOLESALERS—Give yourself this EXTRA PROTECTION, too. Carry a fuil stock 
and be prepared to fill orders for “ECONOMY DELAY” Renewoble Fuses and Renewal Links 
O48 EW 
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eTrims and boxes sepo- 

rately pockaged. Flushor °" Plug-in” thermal-magnetic 

surface type- Flush lock— circuit breokers— individual : 

directory frome—omple cartons. 15 to 100 ampere ° Interiors with cylindrical 
knockouts. ratings available. bus bars and neviral plate. 


TIME SAVERS— varying job requirements ca be met by using NMO 
different combinations of standardized omponents —immediatelY e Plug-in” lighting 


available from Electrical Distributor stock. ponelettes for 2 to 
40 circuits —lvgs or 


MONEY SAVERS — moderate initial cost. ‘“Pjug-in’’ design reduces circuit breaker mains 


installation cost substantially. 15 to 50 ampere 
120/240 volt A.C. 


Less MAIN TEMANCE— sturdy, simplified design and construc: circuit bree wer 


tion. Positive-pressure contact jaws. Fewer bolted connections. branches. 


¥o pANELETTE is an Underwriters” approved panelboard, packaged in 
component form for flexibility in stocking and “off-the-shelf” delivery: 


SQUARE 1) COMPANY CANADA LTp., TORONTO » SQUARE 0 de MEXICO, S.A mEXICO city, 0 fF. 
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COMING NEXT MONTH 


e A special section containing the “13th Annual 
Lighting Show in Print” attempts to provide some of 
the answers to the sales confusion in the lighting 
field. 

e@ It states the challenge of relighting in terms 
of your self-interest. 

@ It includes a review of the major markets for 
lighting equipment. 

e@ It suggests how you can build sales by know- 
ing where present lighting standards are weak. 

e@ It tells you how to go after the lighting mar- 
kets and includes selling points to use, organiza- 
tional set-ups, inventory requirements, etc. 

e It provides the necessary information to wage 

an effective, successful sales campaign. 
@ The second part of the article “Your Selling Time 
Is Shorter Than You Think” suggests additional 
steps you can take to maximize your selling time. 
@ Making the manufacturer's merchandising pro- 
gram work for you is the subject of an article that 
describes some recent campaigns and tells you how 
you can cash in on them. 





ALEC 


ALUMINUM ‘TIP-TOP” 


Twenty years ago, ALECTRAL pioneered the use of aluminum as a conductor for 
all purposes. This General Cable brand was assigned to wires and cables of high 
tensile strength aluminum, engineered as solid or stranded conductors for transmis- a Alt 
sion and distribution service. 


ALECTRAL “TIP-TOP” Weatherproof, a highly weather resistant wire — neoprene 
jacketed— provides these enduring advantages: 


© Strips easily and cleanly, minimiz- © Provides high resistance to abuse, 
ing the possibility of nicking either mechanical or from sun’s 


@ Clean conductor wires permit full rays, rain, heat and cold 
benefit of inhibitors and assure @ Permits easy installation and 
positive connections re-use where desired. 


GENERAL 


CABLE 


EXECUTIVE OFFICES: 420 LEXINGTON AVE., NEW YORK 17, N. ¥. © SALES OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 


A 


“More Power <r to You". 


+ 























GUTH 
INCANDESCENT 


CATALOG #49 


No one fixture solves every 
incandescent lighting problem—but the 


complete GUTH Line does! 


May we send you a copy? 
IT’S FREE! 
52 


A THE EDWIN F. GUTH CO. / ST. LOUIS 3, MO. 


ELECTRICAL WHOLESALING—August, 1952 





e()) SOMETHING ABOUT THE WEATHER! / 


galvanizing. 

Triangle engineers long ago solved this problem with a 
revolutionary lacquer-like coating on the inside and out- 
side of our hot-dip galvanized condvit. Slightly yellow 
in color, this hard, tough coating—along with the hot-dip 
galvanized finish—prevents water, salt, chemicals and 
other elements from reaching the metal. It prevents the 
formation of rust or corrosion and acts as a primer or 


for the 
lew coating — inside 


and ovt. 
son ficking TeleenE 
galvani 


red con- 
duit 


alse 
with end-caps fer 
protection of threads 
during shipping and 
handling. 








base—coat for future maintenance painting. It also helps 
prevent flaking when the conduit is being bent. 

This special analysis coating is standard on all Triangle 
Conduit. 

Obviously, Triangle conduit with this remarkable coat- 
ing not only protects the conduit during shipping, 
storage and handling, but also makes the conduit last 
longer in service, 

if rust or corrosion or ary adverse condition is a problem 
for your customers, it will pay them to specify Triangle 
condvit. . 


The Trade Mark of TOP Quality 
TRIANGLE CONDUIT & CABLE CO., Inc. 


New Brunswick, New Jersey 


“Glazon"’ Building Wire « 
Armored Cable + 
Braided or Leaded « 
Rigid Conduit, Hot-Dipped Galvanized & Black Enameled - 
Wall Conduit + 
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“Glazon'’ Non-Metallic Sheathed Cable + Control! Wire - 
Service Entrance, Service Drop Cables + Varnished Cambric 
Trioprene Trench, Power & Parkway Cables * Bare Wire « 
Electric Metallic Thin 


Flexible Steel Conduit 


ee eee 





...in the Westinghouse types CA & CS meters 


withstand 


aiter three 














SALT SPRAY 





The entire electromagnet was immersed in brine for 3 months. Here it is 
after being removed. The U-S‘S Ampyro.t was completely unaffected, and 
easily withstood the 12,000 volt breakdown test 


A STANDARD Coble for 


paper & varnished cambric cables 





AMERICAN 
ELECTRICAL WIRE 


asbestos cords and cables 
aerial, underground & submarine cables 
shovel and dredge cables 


USS AMERICAN ELECTRICAL 
Re iii: 
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U-S:S Ampyrol coils 
12 kv breakdown test 
months in salt water! 





VERY watt-hour meter is literally a “‘cash register” 
for some power company. As such, it must be ex- 
tremely accurate. 

The Westinghouse meter shown here remains accu- 
rate for years—mostly because of an engineering pro- 
gram that continually searches for ways to make the 
meters even more accurate while remaining unattended 
and exposed to the elements for years on end. For ex- 
ample: Westinghouse pioneered the ball and sapphire 
bearing, and practically eliminated‘@ major source of 
wear. They even go so far as to gold plate every gear in 


Two months at 212°F. had no affect on U-'S’S Ampyroi. When 
removed, the insulation passed all physical and electrical tests. 


every SPECIAL Sob / 


> oilproof portable cords 





>» plastic machine tool & building wire 


> special purpose cords & cables 


WIRE & GABLE 
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the gear train, so that they will not corrode and slow 
down the meter. 

Now, Westinghouse has taken another major step 
forward in design by switching to U-S°S Ampyrot for 
the important current winding in these watt-hour meters. 

American Steel & Wire engineers worked closely with 
Westinghouse, and developed a special non-fogging 
polyvinyl insulation that has excellent electrical and 
physical properties; yet it will not give off fumes that 
cloud the meter glass. As part of a rigorous test proce- 
dure, Westinghouse engineers immersed the entire elec- 
tromagnet in a brine solution for 3 months. After re- 
moval, the AMPYROL wire easily withstood a 12,000 
volt breakdown test. In another test, AMPYROL was held 
in an oven at 212°F. for 2 months. When removed, it 
was just as good as new and tested perfectly. 

The full range of tests showed that U-S°S Ampyrou 
would eliminate leakage current due to faulty insula- 
tion, thereby assuring long range meter accuracy. 

How has this insulation actually stood up in service? 
Hundreds of thousands of AMPYROL equipped meters 
are now in service; and the insulation is performing 
perfectly despite the moisture, industrial fumes, salt air, 


> 


ultra-violet rays from the sun and extreme heat and cold. 
. . * 

This is just one of many uses for U’S"S Ampyro . It is 
widely used for re-wiring old buildings because the thin 
jacket allows more wire to be pulled through the same size 
conduit. AMPYROL is an important part of many machine 
tools because it strips clean, is available in many brilliant 
colors to simplify installation, and is unaffected by cutting 
oils and grease. AMPYROL is even used for exposed electric 
sign wiring because rain, sun and cold do not affect it. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

™ SEND THE COUPON 
American Steel & Wire Division 


Room Vt", Rockefeller Building, Cleveland 13, Ohio 


(0 Please give me more information on US'S Ampyrot., 
(0 Have representative call 


Name 
litle 

Company 
Address 


State 








No. 3626 WIRE HOLDERS 


ies THE ALL-STAR FAVORITE 


*« IN SALES 
*K IN POPULARITY 
*« IN PERFORMANCE 


Top quality porcelain with smooth 
round edges to protect wire insulation 


1” diameter hole in porcelain 


Heavy steel base and 
supporting strap 
Porcelain has compression 
strain only 


2%’ diameter base 


No. 22 square shoulder screw cannot slip or turn 


All metal parts hot dip galvanized 


Ideal for aluminum service 
drop cable installations REA Approved 


Meets Military 
Specifications 
(MIL-I-787A, 15 April 
1952 supersedi “8 
JAN-H-787 an 
amendments) 


Write for Catalog Sold only through Electrical Wholesalers 


WHEN YOU BUY ASK FOR B-I 
| ae BLACKHAWK INDUSTRIES, vusuaue, iowa 





Entrance Coble Fittings . Staples . Yord Lights . Sill Plotes . Locknuts and Bushings . Wire Holders 
industries Fluorescent Brockets . Ceble end Conduit Streps . Connectors . Box Supports . Conduit Entrence 
Ceps . Grounding Assemblies. 
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DUTCH BRAND 


F) PLASTIC TAPES 
£) RUBBER TAPES 


2a 
ww, 
<ONNEC Fao 


B) Wire CONNECTORS 
EF) FRICTION TAPES 


*"DB” WIRE CONNECT 


@Solderless ¢ Vibration-proof ¢ Weathe 
@ Long Skirt ¢ Available in the four stan 


*“DB” Wire Connectors are a new addition 
to the DUTCH BRAND line making it 
possible to buy all your electrical tape 
requirements along with wire connectors on / 
one order... through one source of supply, 
“DB” Wire Connectors are carefully made 
* “DB” stdnds for DUTCH BRAND 





< 
DUTCH BRAND ELECTRICAL TAPES 


. 
DUTCH BRAND PLASTIC ~ 
ELECTRICAL TAPE DUTCH BRAND 
PLASTIC Tape is super thin, m\ FRICTION TAPE 


has up to 200% stretch, has 


high dielectric strength and DUTCH BRAND Friction Tope is the 


quality product which enjoys on envi- 
able reputation for performance. It is 
long lasting, sticks tight, tears straight, 


it conforms readily to irreg- 
ular shaped surfaces. Per- 
fect for application where 
space is limited. It resists wraps neatly, does not rovel and has 
wectiias; siilian, aie, alin tensile strength to exceed requirements 
ond corrosive chemicals. It 
is available in regular 
007” thickness and heavy 
duty .010” thickness for 
winding heovy cables, heavy 





electrical harness and for 

use with power driven tape winding \ . = - 
machines. It is packaged in master . . 

shop packages, in counter displays - 3 DUTCH BRAND 
ond Jr. shop packages for “Tool Kit” _—/ ~ ‘ RUBBER 


size rolls = —™ ‘ J INSULATING TAPE 


DUTCH BRAND Rubber Tape 
fuses instantly without heat and 
has the strength and stretch for 
good joints. It resists up to 18,000 
volts through a single thickness 
and contains no corrosive chemi 
cals. It is durable and easy to use 


VAN CLEEF BROS. INC. 


Monvtecturers of Rubber Products 
Division oF Johns Manville 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOIS 
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A complete line of 


V-Belts and V-Belt Drives, 
Flat Belts and Belting 


@ Whatever your customer's belt drive requirement, 
“U.S.” can supply it. With “U.S.” warehouses stra- 
tegically located across the country, you are assured 
of immediate shipment. 

To increase your sales, “U.S.” gives you sales 
engineering assistance, product training, proven sell- 
ing aids including catalogs, envelope stuffers and dis- 


plays. For more information write to address below. 


U. S. Rainbow Multiple and 
F. H. P. V- Belts 


U. S. Rainbow Multiple and 
F.H.P. Sheaves 


Flat Belts and Belting 
Special Purpose Belts 








U.S. Rainbow Q.D. Sheaves 
in a complete line 


Quick-demountable sheaves bring 
many advantages...simplicity...inter- 
changeability ... reduced maintenance 
PRODUCTS OF time... lowest cost for flexible inven- 
tory. Sheaves and V-belts from the one 
source guarantee your getting the right 
sheave with the right belt—plus a com- 
plete engineering service. 











UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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PaeS WIRING DEVICES 


For ies INSTALLATIONS For EASIER WIRING 
For CUSTOMER SATISFACTION 


Sell THE PaS. 7301 LINE 


EXPERIENCED 
ENGINEERING 


PRECISION 
MANUFACTURING 


CONSTANT 
TESTING 


ELECTRICAL WHOLESALER 
DISTRIBUTION 


To be sure 
ORDER BY P&S 
lor GeV Golem, 10h. 1-1 4.4 


Write for 


a Catalog 


T-RATED SWITCHES 
In the Moderate 
Price Class 


°A real T-rated switch with *tor- 
sionally pre-loaded contacts. (This 
means exceptional performance — 
smooth action — more, plenty more, 
makes and breaks per switch.) 


© Positive kick-off. 


*Patented and patents applied for 


Rating—10 A., 


SINGLE POLE 
P&S 7301 Brown 
P&S 7301-1 Ivory 


“A 
o 


¢ Sturdy, durable, totally enclosed 
all-bakelite bodies. 


¢ Easy to wire—Note the large head 
binding screws, conveniently located 
on compact bodies. 

¢ Washer type, break-off plaster ears. 


Meets Federal and REA Specifications 


125 V1; 5A., 250 V. 


THREE-WAY 
P&S 7303 Brown 
P&S 7303-1 Ivory 


ORDER BY P&S CATALOG NUMBER 


Write Dept. W for information on the complete P&S Line. 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 


SOLVAY STATION . 


THE BEST COSTS LESS in the long run 
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SPANG CENTRAL CONDUIT 


serves IDILEWILD’S newly completed ar freight terminal 





Air cargo tonnage passing through New York International Airport rT 





increased so rapidly during recent years that existing facilities were 
heavily over-burdened, until The New York Port Authority opened 
the new Cargo Operations Building late in 1951. 

This new facility, constructed originally as a Permanent Operations 
Building, is equipped with Spang Central Conduit exclusively 
from its underground feeder system right up through the telephone, 
control and lighting systems. 

When the building was converted for Cargo Operations, the basic 


electrical circuits, safely protected in rigid steel raceways of Spang 





Central Conduit, required no replacement or re-location. 

In this and thousands of other structures, Spang Conduit is 
protecting electrical systems from top to bottom. For any purpose 
Spang ‘‘Cenlaco”, “Central Black”, “Central White”, “Central EMT” 
are a guarantee of year after year of trouble-free service. 


























= a aoe 


Boss Gonss lossless laos Qnce ses lass lea: Oscelsasisc: lsc lees leas Qssslsss lsselags leas tssss] 
Se — EE oT CLE va 
SSE Eo |] —~ SPANG-CHALFANT 


























= 





Division of The National Supply Company 


GENERAL SALES OFFICE 
GRANT BUILDING, PITTSBURGH 30, PA 


District Offices and Sales Representatives 
in Principal Cities 
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KILLARK ALUMALLOY 





ANCHORS 


Blades are properly shaped to glide smoothly 
and easily into solid, undisturbed earth with 
just a few blows of the tamping bar ... Heavy- 
gauge, high-strength steel used throughout. 
Deeply embossed and ribbed blades withstand 
heavy loads without buckling . . . Correctly 
aligned with grain of steel to prevent tearing 
and breaking—an absolute necessity for 
anchor strength. 

Above type available in 8” diameter with 100, 
115 and 135 square inch expanded area. Oth- 
er types and sizes also available. PL-B2-6 


WRITE FOR DESCRIPTIVE LITERATURE 


PiePer-LILLARD, 


TELEPHONE TERRYHILL 33-2525 7 122M Kiev wo 
ORI GinATORs OF THE 
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INSIDE KNURLIHG . . . another ELECTRU- 
NITE exclusive. By actual tests makes wire- 
pulling easier. 


BENDING INSTRUCTIONS. . . for your 
customers’ convenience ... an ELECTRU- 
NITE extra. 





ACCEPTANCE .. . first in preference 
by brand-name in unbiased surveys... 
on ELECTRUNITE feature. 


metal tuse PLASTIC ARMOR 
A new item to sell . . . a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “Dekoron-Coated” £.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. 


INCH-MARKING . . . an exclusive 
ELECTRUNITE sales feature contractors 
like. Easier to fabricate and install . . . 
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Push... 


these exclusive features of 


ELECTRUNITE E.M.T. 


And sell Republic’s mine-to-mill-to-user quality-control 
of every length of ELECTRUNITE E.M.T. 


With more than 20 years of fully satisfactory service 
in installations covered by the National Electrical Code 
. carrying the Underwriters’ Laboratories inspection 
seal. It’s the original E.M.T. ... developed by Republic 
improved by Republic... and being improved still 
further by Republic. 
Quality . . . ELECTRUNITE E.M.T. is made by the same 
electric-weld process, by the trained steel men who make 
famous pressure-tested service-proved ELECTRUNITE 
Boiler Tubes. 


You've got a line to be proud of when you've got an 
ELECTRUNITE E.M.T. franchise . . . profitable, too. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION 
224 EAST 31st STREET . CLEVELAND 8, OHIO 


Envelope stuffers for 
ELECTRUNITE Distrib- 


- a 
4 Reprints of . 
vtor promotiongl sclovannere l my 


Reprints of our 8- e Sweet's Mailings. &.M.T. odver- 
Catalog section for your tisements to contrac- 


distribution. tors, architects and specifiers, 














THE oh as OPERATING 


FUSE DESIGNED BY WARE 


b 


Strong Time Lag—2 to 5 times 
normal current, for handling start- 
ing overloads and operating surges. 
Link is one piece of metal, one 
thickness throughout affording un- 
excelled time-lag characteristics. 


Fast opening on 
short circuits. 


Expansion without 
sharp bending. 


Area to absorb heat 
of motor starting 
current and short 
heavy surges. 


Terminals are wide 
and heavy to pro- 
vide maximum con- 
tact area reduc- 
ing heat. 





APPROVED BY UNDERWRITERS’ LABORATORIES 








To secure adequate protection, yet end needless delays and 
costly shutdowns, calls for WARE HI-LAG Fuses. Scientifi- 
cally designed and constructed to reduce excessive heating 
during ‘“‘round the clock’”’ schedules; heavy current loads and 
starting surges. 


The construction of WARE HI-LAG Renewable Fuse pro- 
vides every advantage for maintaining low contact resistance 
and strong time lag—up to five times normal current. 


The Links—the knife-blade assembly— the double bridge 
supports — the spring tension contacts and greater contact 
surface are exclusive features which reflect the superior qual- 
ities of this amazing cool operator. 

Try WARE HI-LAG on your toughest production line— 
you'll find what most engineers are daily proving — that 
their GUARANTEED Performance rates them the Best — 
Most Economical—and Lowest Cost Fuse to install. 

Write for Brochure giving detail of all their 
COOL FACTS, sizes and prices. 


WARE FUSE CORPORATION 


4420 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
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These two Safety Switches have the same H.P. 
ratings when used as disconnects for AC motors. 














Revolutionary New AC 
Motor-Circuit Safety Switches 


matching motor control cases, size for size; matching performance, too 


Up until now safety switches have invariably been much 
larger than the motor control with which they have been 
used. This has created difficult installation problems. Even 
when space was available, their bulk and weight made 
mounting difficult; and the much larger size of the safety 
switch in such close relation to an associated control en- 
closure has simply been all out of proportion to the latter. 
This detracted from the appearance of the complete instal- 
lation. Cutler-Hammer engineering has ended all this as 
far as AC motors are concerned. The new and exclusively 
Cutler-Hammer Bulletin 4110 line of Horsepower Rated 
AC Motor-Circuit Safety Switches matches safety switch and 
motor control in size, convenience, and dependability. 
Available now in ratings from 3 H.P. to 30 H.P., 3 or 4 
poles, for 23 Volts AC...and in ratings from 72 H.P. to 


another Ammer 
eyTLERH ies 
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50 H.P., 3 or 4 poles, for 575 Volts AC. Inspect these better 
switches now and see their many features. Front side oper- 
ated. Quick make and break. Simple release cover-interlock. 
Provision for 3 padlocks in “OFF” and | padlock in “ON” 
positions. Unit pole construction. Non-welding butt type 
totally enclosed silver contacts. Silver plated current 
carrying parts. Positive-pressure type fuse clips. Solderless 
connectors. NEMA I enclosure. Complete switch assembly 
on panel removable for easy installation and wiring. 
Adequate and convenient knockouts. Cutler-Hammer qual- 
ity and advanced engineering at no extra cost. These 
switches have no substitutes even remotely comparable. 
Your Cutler-Hammer Authorized Distributor can supply 
you. CUTLER-HAMMER, Inc., 1327 St. Paul Avenue, 
Milwaukee |, Wisconsin. 





BM 7u 


ARE APPROVED AS 


CONCRETETIGHT 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


METHOD 
= AnIOtL # 
7 CO. 


GALVA,* ILLINOIS 


Cross Section 
Showing 
indentations 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 
Bridgeport, Conn.; The Steelduct Co., Youngstown, Ohio; Pittsburg Stenderd Conduit Co., Pittsburgh, Penn.; Wagner Malleable 
Products Co., Decotyr, Iil.; J. R. Richards Co., Carnegie, Penn.; Kondy Mfg. Co., Lid., Preston, Ont. 
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COBY, yallic coble 
For 





























ALL-STEEL EQUIPMENT Iic.— 200 Kensington Ave., Aurore, Illinois 
""A BOX FOR EVERY NEED" 
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Royal ites 
CAniatmas. 


~ oy : . No. 956 
WA 3 & ~~ ae Starlite’ TREE-TOP 
bn Vi a I, 
Y “\- 


> 


5 149 


} Berio og 


SANTA SLEIGH 


Strongest Line in 
is mas ee 


“DANDY-CANE” 
of rigid Styrene 


, 
- - 
(am 
| oo 
°* fae : 
‘Ea 4 
ms i 
ee 
most new items 


(only a few shown here) 
ALL-PLASTIC 


CANDLE SET finest designs 
greatest variety 


ASK YOUR WHOLESALER 
for 24-page full-color 


“Royalites’’ CATALOG 


ROYAL ELECTRIC COMPANY, Inc. PAWTUCKET + RHODE ISLAND 
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If you have ever spliced wires 
and cabies in real mean loca- 
tions, you probably are a 
strong “‘booster’’ for Penn- 
Union Connectors - - - 


Because you know how much 


easier they are to use in close 
quarters: Working up against 
a wall...squeezing into small 
boxes, to join short ends of 
stiff wire . . . reaching around 
pipes, and splicing wires in 
dark holes where you can 
hardly see. 


for the wrenches make the Penn-Union 
connector more practical—you grip it from 
ANY angle, with ANY kind of wrench (box, 
socket or open-end). Developed by 20 years 
of constant improvement. Accurately made, with 
rigid engineering inspection. Reusable over and 
over. Can be furnished in Bronze or Aluminum. 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORP. 


ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 
250 Richmond St. West, Toronto 
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Visit the Slater Booth #29 at the 
National Electrical Industry Show, Octo- 
ber 21-24, 69th Rgt. Armory, Lexington 
Avenue at 26th Street, New York City. 





those wires are locked for life 


by SLATER (Zannelock’ 


Yet the ChanneLock on the Slater 300 T-Slot Receptacle is the easiest 
way of connecting a wire to a terminal. ChanneLock terminals come with 
oversize terminal screws staked so they can’t fall out — backed out, ready 
to receive the wires in hardened brass serrated channels. 


INSERT WIRE INTO SERRATED CHANNEL — TIGHTEN TERMINAL SCREW Leading distributors are 


That's all there is to it — and you can save at least 1/2 minutes (about 9¢ moe ems _ sl 
° . . . . . , i nel ‘ 
in labor) and more — greater savings with heavier wire — since there’s i sei o duction 

i rown an vor wi 
no need to bend or form lead-ins. Accommodates No. 14, 12, or 10 AWG { 


H ond without plaster 
with equal — ears. Ask to look it over 


But the real savings lies in the fact that the Slater 300 with ChanneLock Rext time you're in 
costs no more than any other specification grade T-slot receptacle. 


*Pat applied for 


Contractors 


W holesalers: 


Prompt shipments guaranteed. 
Write for full details. 


ELECTRIC & MFG., CO., INC. 
Woodside, New York 
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Sell genuine Type A safety switches 
at C prices! 


< SAFE ARC CONTROL 


Dangerous arcs are quickly 
snuffed out by lack of oxygen 
in BullDog'’s Vacu-Break cham- 
ber. This eliminates excessive 
arcing which in ordinary 
switches, causes burning, pitting 
and rapid deterioration of con- 
tacts Thus the Vacu-Break 
chember reduces 
switch maintenance Time- 
tested. Famous throughout in- 
dustry for matchless safety, fool- 
proof performance 





materially 


BOLT-TIGHT CONTACT -> 


Clampmatic” obtains extra con- 

tact pressure between switch 
jaws and contact slugs. In ordi- 
nary switches, jaws exert about 
10 Ibs. pressure on blade. In 
Vacu-Break, the Clampmatic 
spring augments this with 20 Ibs. 
pressure on both “line” and 
load” sides of eontaet. Prompt 
switch actton is assured since 
energy stored in the spring while 
in “ON” position accelerates 
movement to “OFF” position 








BullDog Vacu-Break Master Safety Switch 


Now... BullDog’s Vacu-Break Master Line... fully guaranteed 
Type A safety switches that fill all A, C, D requirements! 
Listed by Underwriters’, meet Federal Specifications W-S-865. 


Pricewise or qualitywise, your customers can’t go duplicating items. Therefore, they cost less to 


wrong when they ask for BullDog Vacu-Break 
Safety Switches. 


For here are authentic Type A switches that sell 
at Type C prices. Positively guaranteed to meet 
any A, C, or D application need! 


COST LESS TO BUILD 


BullDog can make this great offer—a Type A 
safety switch at a Type C price —because the 
switches have been redesigned, standardized and 
simplified with absolutely no change in quality. 


Where other manufacturers must build hundreds 
of switches to handle A, C, and D requirements, 
BullDog concentrates production on just 37 non- 


/F) BULLDOG 


~ ~ 


build, and BullDog shares the savings. 


NEW CONVENIENCES 
Because just 37 Type A switches handle all your 
customers’ needs, they give you great new con- 
venience, too. They replace hundreds of catalog 
numbers, simplify safety switch ordering, stocking 
and order filling. 

Stock these BullDeg Vacu-Break Safety 
Switches now. You'll discever that contractors and 
users go for this built-in safety and quality that 
few switches can match at any price! 

Listed by Underwriters’ and listed by NEMA as 
Type A Switches. Meet Federal Specifications W-S- 
865 and all Code requirements. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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@ Newly designed Thin- 
wall Connectors with 
75°% more thread to 
accommodate an insv- 
lated bushing, in com- 
pliance with the 1951 


Se oe GEV tal (CU AS: 
ry -eh A Rol a CW AGlora s Mol ale | 
Table 4). 


Sizes ot 34 4" 1a" = 2" 


Chicaga 12 WUlinocs 














~eneral 


AM a 
pehrd 


‘ 





yLLouT W 
0,000 TIMES 


An independent, impartial labo- 
ratory subjected a General pull- 
out to this strenuous test. It 
passed, surpassed itself. 


10,000 COMPLETE CYCLES IS A LOT OF EFFICIENCY! 


Every General product is designed to meet these difficult 
performance requirements. It is one of the many important 
reasons why you can fully rely on General — for years 

of maintenance-free usage . . . for unquestionable quality . . . 
tough construction that can withstand any test. 


Next time, make sure it’s a General — It’s been 
tried and proved before you use it! 


LOOK FOR THESE FEATURES! 


e Trims quickly removed with new single screw assembly ¢ More spacious wiring area @ Varied and plentiful 
knockouts @ Extra solderless connectors on bus assembly for ‘‘tap-off’ « Ample contact area carries rated load without 
undue voltage drop e Electrolitically pure copper contacts e Improved heat dissipation keeps hanism cooler e Large 
pullout handle any housewife can operate @ All pullouts have flush mounting ears. 





“the switch tis to General” 


‘G e n e rad | General's complete line of Single — Double — Triple and Quad- 


uate Switch — ruple pullouts are manufactured in all popular combinations. 
y WRITE FOR CAT. #5201 


49 Roebling 


ENCLOSED SAFETY SWITCHES « SERVICE ENTRANCE-EQUIPMENT e BRANCH CIRCUIT PANELS 
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WIRING DEVICES 


No. XT-7101 No. XT-7102 


2-, 3- and 4-WIRE CAPS, CONNECTORS, PLUG BASES, MOTOR PLUGS and FLUSH 
RECEPTACLES FOR 20 AMPS. 250 VOLTS; alse 3- and 4-WIRE, 10 AMPS. 575 VOLTS 
MANUFACTURED BY THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 


ay 


The increased use of portable equip- 
ment in industry has created a corres- 
ponding need for separable connec- 
tions that are secure against actidental 
disconnects under all conditions. In 
order to meet this demand, The Arrow- 
Hart & Hegeman Electric Company 
now offers you a quality-made line of 
HART-LOCK Interlocking Devices. 


HART-LOCK Interlocking Devices are 

designed with your customers’ require- 

ments in mind. Incorporating new, 

exclusive features, like the one-piece 

“Controlled Tension” inner contacts, 

and the optional back or side wiring, 

HART-LOCK insures stronger, safer, 

faster connections wherever interlocking devices can be used. And the 
same sure connection is maintained whether HART-LOCK is used in new 
installations or interchanged with older types of interlocking devices. 


For more complete information about HART-LOCK Interlocking Devices 
and other wiring devices in the complete line, just write to: 


ARROW ELECTRIC DIVISION, 1608 LAUREL STREET, HARTFORD 6, CONN. 


Branches in; BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, NEW YORK, PHILADELPHIA, SAN FRANCISCO, 
SYRACUSE. In Canada: ARROW-HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 15, ONTARIO. 


CLECTRIC OIVISION 


WIRING DEVICES ‘ 
enctoseo switcurs. «| ARROW i = tHe ARROW-HART & HEGEMAN ELECTRIC CO. 
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Each Panelboard 
on this page 
is designed for 
ONE kind of job... 


... the job that a “particular” kind of distribution cir- 
cuit in your customer's plant calls for. 

Of course, we both know that the distribution circuits 
in one plant may be very similar to those in another, 
but, when you come right down to it, you won't find 
very many electrical distribution circuits that are 
exactly the same. 

To make sure your customer gets the best panel for 
each application, Trumbull does two things: 

1. Supplies enough different types of panelboards 

to cover every kind of service requirement. 

2. Exactly matches the special combination of re- 

quirements you set up for each panel through 

standardized construction that permits fast but 

individualized assembly of components. 
“Specially assembled” panels of the types shown on 
this page will exactly meet any distribution panelboard 
requirement you now have. Others will take care of all 
your lighter power and lighting requirements. 





1. Two Trumbull Converti-Fuse Panelboards—the most compact distribu- 
tion panelboards available. Branches: 30 to 400 amps. Service: 250 volts d-c, 
600 volts a-c; single. or three-phase. All Trumbull panelboards use studs 
in the box, larger holes in the back plate for easy alignment of panel even 
though box is misaligned. 


2. A Trumbull Swing-Wa Panelboard— an 
ultra sturdy heavy-duty fusible panelboard 
with dead-front, hinged cover operation. 
Branches: 30 to 600 amps. Service: 250 
volts d-c, 600 volts a-c; single- or three- 
phase, and with circuits that are convert- 
ible. Trumbull panelboards are available 
with a special dual-purpose front for sur- 
face or in-the-wall mounting. 


TRUMBULL 


3. A Trumbull Convertible Circuit-Breaker 
Panelboord — versatile circuit-breaker-ty pe 
assembly, sectionalized for maximum con- 
vertibility. Can include space for future 
circuits. Branches: 15-600 amps. Service: 
250 volts d-c, 600 volts a-c. Trumbull panel- 
boards are easily mounted by means of 
“button holes” that permit screws to re- 
main “in place” at all times. 


4. A Trumbull ABH Circvit-Breaker Panel- 
board — uses same type circuit breakers as 
the “convertible” panel. Compactly de- 
signed to handle lighter loads. Ready in- 
terchange of individual breakers simplifies 
wiring-system changes. Branches: 15 to 50 
amps. Service: 240 volts a-c single- or 
three-phase; 125/250 volts d-c. Knockouts 
will be specially cut where requested. 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


PLAINVILLE, CONN. 





Chain Store Age 


Recommends CERTIFIED BALLASTS for 
Fluorescent Lighting 


CHAIN STORE AGE, in advising chain store operators on their selection of fluorescent 
lighting equipment, said: 


“The ballast is the heart of a fixture. The surest way to choose a ballast is to look for the Certified 
shield . . . it is the only assurance of long lamp life. Inferior =X 

= \ 
ballasts delivering wrong wattages result in low light output.” aS 


Zoe 


e 


Experience has proved that CERTIFIED BALLASTS assure: 


Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 

Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 
Participation in the CERTIFIED BALLAST program is open to any 


= manufacturer who complies with the requirements of CERTIFIED 
y BALLAST MANUFACTURERS. 


paTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Aluminum Connection Problems? 
Use These BLACKBURN FITTINGS! 


Type AAW — For Al. to Al 
— All-cluminum connector 
with 2 bell-mouthed v,ash- 
ers and aluminum contour 
spacer to hold wires in 
shape. 


Type CA — For Al. to Cu. 
— Aluminum bolt and 
All - Purpose Connector 2 nut, one bell-mouthed 
, washer and one tin- 
Sethar conor tee plated contour spacer 
her. 
Al. to Cu. or Al. to Al. “orang 


Type H-3-W — Primarily 
for 4, 6 ond 2 Al. tap 
to Cy. line. Duronze con- 
nector with  tin-plated 
bolt and 2 grooved bi- 
metallic washers. 


>= 


Cat. No. PAC 6-0 — Par- 
allel groove clamp with 


Cat. No. DLC 6-0 — Alu- 
minum dead end loop 
clamp, covers wire range 


6—1/0 ACSR, 


copper liners soldered to 
aluminum body on one 
side. Also made for Al. 


"0 Al: ond for crmor rod. Always specity BLACKBURN 


yours. 


JASPER BLACKBURN CORPORATION 
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No lost screws, No scuffed fingers, No lost time! 


New Appleton LOKT*SCREW covers offer 
ij oy E A ie } L Pa T Oo Be time and trouble saving advantages you find 


in no other conduit fitting cover—and you get 


them at no extra cost! 
le. Precision-threaded, easy-turning screws on 
na Appleton LOKTe SCREW covers are held per- 
manently in place by steel collars which com- 


pletely surround screws, a feature which also 
COVERS prevents finger-bruising screw-driver slippage. 
The Appleton LOKTe SCREW cover is only 


FOR PEER MRM 35 UNILETS one of hundreds of Appleton wiring devices 


expressly designed to bring greater speed 

New ‘‘Ball-and-Socket” Ae ; 
atte: Gentaen? and convenience to every job. For highest 
ep eae aianti “Lokt-Serew” cover duality fittings to meet every wiring require- 


shows rocking action of “Ball-and-socket” ment, specify Appleton—The Standard for 
type screws, permitting one side of cover to B Wiri 

be completely tightened before tightening etter iring. 
of second screw begins. Screws are held per- 

manently in place by steel of the cover itself! 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY fai, mt 


1734 Wellington Avenue ¢ Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 & L & Cc T R ’  « 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevord,N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. © BALTIMORE, 100 E. 
Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 Bloke Street * PHILADELPHIA, 231 South 20th 
CINCINNATI, 608 Americon Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
BINGPAMTON «¢ DALLAS © INDIANAPOLUS © KANSASCITY © ORLANDO © MILWAUKEE 
NEW ORLEANS © SEATTLE © PORTLAND, ORE. 
Export Rep ives: | I Standord Electric Corp., 67 Broad St. New Yerk 4, N. Y. 





32 ELECTRICAL WHOLESALING—Augus?, 1952 











Warhiugtou 
STRAWS | 


MOBILIZATION REPORT © An accomplishment unparalleled in modern economic his- 
tory—the ability of the United States to sustain a major military program without shut- 
ting off civilian production—is played up in the sixth quarterly report of the Director 
of Defense Mobilization, issued last month. 

One of the most striking disclosures in the report: The rate of military procurement 
and construction went up to $8 billion in the second quarter—a 20 per cent hike over 
January-March—while controls on civilian production were being relaxed sharply. The 
nation is three-fourths of the way towards the $10.5 billion quarterly rate of military 
procurement and construction, which is scheduled to be reached early in 1953 and to 
be maintained through 1954. 

Fifty-four per cent of industrial facilities expansion for defense production was in 
place by July 1—$9.5 billion worth of the $17.7 billion scheduled. This is industrial 
expansion encouraged by rapid tax writeoff privileges. Principal expansion programs: 
Iron and steel ($3.3 billion total), railroads ($2 billion), electric light and power ($1.9 
billion), petroleum refining ($1.1 billion). 

Electrical machinery manufacturing capacity is to be expanded by $287 million, of 
which 63 per cent is already completed. To stimulate this expansion, the Defense Pro- 
duction Administration has issued 436 fast tax writeoff certificates to electrical machinery 
makers. Total issued to all industries: 7,782. 





STEEL STRIKE’S AFTERMATH e Production of about 1744 million ingot tons of steel 
was lost during the eight-week strike. Coupled with two brief work stoppages earlier 
in the year, that’s a total of nearly 20 million tons of steel lost for the year—almost 20 
per cent of the output anticipated for the full year, and more than Great Britian’s total 
annual steel capacity. In dollars of production and wages, the loss will run from one to 
four billion dollars. A serious by-product of the strike was the halt in iron ore ship- 
ments from the Great Lakes region, which will seriously affect steel mill production 
this winter. 

When the strike began June 2, steel supplies were abundant, and decontrol was being 
talked about for late in the year. Now, steel will not be as plentiful until April 1953, 
and decontrol will be pushed ahead to July 1953. 

In electrical supplies, the steel strike hit rigid conduit most heavily. The National 
Production Authority estimates that it will take conduit manufacturers three months to 
get wholesalers’ inventories back to what they were like when the strike started. At 
that time, conduit supplies were beginning to loosen up. Now, rigid conduit will not 
be as free for six months. Output of industrial lighting fixtures, which consume large 
quantities of steel, was also seriously affected by the strike. 

The strike slowed down most of the industrial expansion programs. In electric power, 
this will mean that the 1952 expansion goal of 9 million kilowatts will not be achieved; 
neither will the goal of 12 million kilowatts for 1953. The bottleneck now: Power- 
generating turbines and boilers. In aluminum, the steel strike will mean an estimated 
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loss of 1 million Ibs. of primary ingot for every day that new construction must be held 
back. 


CURRENT STEEL CONTROLS ©@® This is how steel controls are now working: The bulk 
of steel on order June 2 is being delivered first out of the struck mills. That includes 
all of third-quarter allotments and some late stuff hung over from the second quarter. 
NPA says tampering with orders, which mills were already working on, will disrupt 
production schedules and waste steel. NPA will use directive power to get as much steel 
as possible for: (1) military end-items and components; (2) atomic energy commission 
orders; (3) machine tools; and (4) tinplate for perishable foods during the remainder 
of the canning season. All NPA can do, however, is see that such orders get first place 
wherever and whenever there’s open capacity. There won't be much immediate effect on 
other production—especially automobiles, appliances, and other consumer goods. Ingot 
for sheet and strip can't be held back when plate, rod, and other mills have all they can 
chew up. 


COPPER WIRE MILL SUPPLIES INCREASING ® After almost two years of talk about 
copper wire shortages, the government is now blowing its horn about abundance. Last 
month's relaxation of NPA order M-86 (distribution of copper wire mill products to 
distributors) will enable electrical wholesalers to build up inventories to 60 to 90-day 
levels, depending on the availability of refined copper. If inventories can go up to the 
90-day level, NPA will drop controls on wire mill products. Heavy sizes of wire and 
cable, bare conductors, and feeder cables are the only mill products that are still mildly 
short, NPA reports. 

NPA cautions that the increased wire supply will not create an over-all boom in 
wholesalers’ business. But individual outfits will benefit, of course. NPA’s thinking: 
During the past 18 months, wholesalers were unable to sell boxes, conduit, fixtures, 
etc., because of the wire shortage. But recently, as copper supplies began to improve, 
there has been little construction held up for lack of wire. It’s been simply a matter 
of wholesalers being unable to build up wire inventories. The amended order M-86 
takes care of this. 

In May, copper wire mills shipped 19 per cent of their output to warehouses. During 
the previous 18 months, they were shipping only 15 per cent a month. May shipments 
to warehouses totalled 20 million lbs.; during World War II, the monthly average was 
only 5 million Ibs. 


COPPER LABOR PROBLEM ® The question mark in copper now is labor. Threats of 
widespread strikes are more serious than ever, for practically all copper workers are 
still on the job without a contract. Collective bargaining in the 171 wire mills will be 
ragged because of the several rival unions involved. 

Cutbacks in domestic mining output, resulting from labor disputes, were responsible 
for lower refined copper allocations to wire mills in August (57,718 tons) than in 
July (63,722 tons). But that’s still comfortably above the average monthly allocation 
of 52,962 tons during August 1951-June 1952. The wire mills took up their full en- 
titlement to high-priced foreign copper (40 percent of the monthly allocation) during 
July, and will probably do the same in August. The uncertain labor situation on the 
domestic front is a good incentive. 


COPPER RESTRICTION ON LIGHTING FIXTURES REMOVED ©® Lighting fixture man- 
ufacturers raised such a howl to NPA about order M-97, which limited their use of 
copper and copper-base alloys, that the restriction has been revoked after five months. 
At current rates of consumption, NPA says several million pounds of copper were 
saved. But the agency conceded that the compulsory substitution created an extreme 
hardship on small manufacturers, who had neither equipment, skill or capital to con- 
vert to fabrication of fixtures with other metals. Another factor: The lighting fixture 
makers charged that the regulation was discriminatory; other segments of the electrical 
equipment industry were not subjected to such specific restrictions. 


(Washington, D. C—August 4, 1952) 
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WITH MALLEABLE IRON BODIES 
100 WATT OR 150-200 WATT UNITS 


7 MR. PLANT ELECTRICIAN Says: “This V-51 
Fixture is a real work-saver! Re-lamping’s a cinch. One 
trip up the ladder to exchange Unit Assemblies and 
the job's done! Cleans fast, too. I attach or remove 
reflectors with a twist of the wrist—thanks to 
V-5S1's neoprene rubber ring attachment.” 


MR. PLANT OWNER Says: “Nothing 
beats this fixture for economical service and 
maintenance! My men can service it safely 
and quickly—without tools! Converts just. @ 
easily to high or low wattages. We're saving on 
lamps, too. V-51's shock-absorbing 
socket lets us use standard lamps instead 
of more expensive mill-type bulbs, 


MR. ELECTRICAL CONTRACTOR Says: 


“These V-51 fixtures are tops when it comes to quick 
and easy wiring. The line's complete, too—gives 
me a pendant, ceiling or bracket type mounting 
for every kind of installation. Best of all, these 
fixtures are efficient and dependable. I know my 
mers are going to be satisfied with them.” 


MR. ELECTRICAL WHOLESALER Says: 
“Appleton V-51 Series Vaportight Fixtures 
answer my stock-keeping problems perfectly. 
The line’s variety—p/us complete inter- 

changeability of parts—means I can meet 256 
different fixture requirements with only Write for Bulletin 5-A 
a@ small investment in inventory!” 


Sold Through Electrical Wholesalers A a cd L £ T o os 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢ Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Blvd. © CLEVELAND, 1836 E L E i Y os t Cc 


Euclid Avenve © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santo Fe Ave. ¢ ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © DENVER, 192! Bicke Street 


* PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. * HAVANA, Cubo, Molecon No. 9. 
Resident Repr i : Bingh Dallas, ind polis, Kansas City, Orlando, 
Milwovkee, New Orleans, Seattle, Portland, Ore. ‘ 

Export Rep ti in i Stond Blectric Corp. 67 Broad St. New York 4, N. ¥. 
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And now we ae: not one yy or two &€ 


but three tne > He oR te capacity 


to meet the demand <= = for 


“a 


cast iron boxe like our types YS 8 
Everybody wants them ik Rte : 


IK WANA 


for OZ. boxes are — controlled 
from. drawing board VR \ By They're OK 


if they're 0. 2, 
to completed box * Es ELECTRICAL 


MANUFACTURING 
Of course, increased production COMPANY, ING. 


262 BOND STREET - BROOKLYN 2,N. Y. 


CONDUIT FITTINGS © CABLE TERMINATORS © CAST IRON BOXES 


means revised PRICES Ot rea SOLDERLESS CONNECTORS © GROUNDING DEVICES » POWER CONNECTORS 
e-_*\ ean 
— for your new price list today ! 
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CRESCENT 


ABC 
ARMORED CABLE 


Has These Additional Features 
Which Make Installation 


EASIER—QUICKER—SAFER 


Bond Strip Under Armor 


Permanently low armor resistance is provided in 
sizes No. 14 and 12 AWG by use of a flattened, 
bonding wire which is in contact with the under 
side of each convolution. 


Prefabricated Break Lines 
4 The Cut Mark (at 114” intervals) shows the loca- 


tion of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided 
by the Cut Mark are required to cut through one 
outer ridge, and a bend by hand severs the armor. 
This results in a clean separation with no sharp 
edge—a safer, easier and faster job. The prefabri- 
cated breaking lines are so designed that there is 
no reduction in tensile strength, bending quality, 
crushing resistance and electrical conductivity of 
armor. 








In the last 24 years alone, over SEVEN BILLION 
FEET of Armored Cable have been produced by the 


industry. Armored Cable provides the only general 


purpose, factory-assembled and tested, metal pro- 


tected wiring system. 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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PUT THAT BULB 














RECOMMEND BIG DISPLAYS! FEATURE 4-LAMP PACKAGES! PUSH POPULAR TYPES! 


Make sure your customers show plenty of | Impress on customers that the G-E multi- The chart above shows the big sellers in 


General Electric lamps. Urge them to build _ ple package turns single sales into volume most stores. But don’t forget to suggest 
mass displays to attract attention...and sales. Suggest displays of 4-lamp packages, popular G-E lamps like the White lamps 
boost sales. 2-lamp sleeves and bare bulbs. and the 50 and 100 GA lamps. 
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BACK, SON / 


Let’s stop BULBSNATCHING! 
Big G-E Promotion starts Sept. 5™ 


ALL, with its longer darker evenings, is 

almost here. Soon most folks will have 
to check their supply of lamp bulbs. It’s a 
safe bet that most of them will find plenty of 
burn-outs and empty sockets. Multiply 3 or 4 
lamps by the number of families in your area 
and you'll see. how tremendous the Fall lamp 
bulb market really is! 


And it’s wide open, ready to pay off in big 


sales volume ...if you go after it! What's 
the best way? Get your customers to tie-in 
with General Electric’s anti-bulbsnatching 
campaign, September 5th through October 
30th. 


This all-out promotion gives them a famous 
theme to tie their merchandising to. It’s aimed 
directly at consumers, focuses their attention 
on lamp needs, reminds them to buy/ 


Backed by full pages in LIFE, LOOK, 


Sunday night TV shows, spot radio, newspapers 





NEWSPAPER 


“BUY-LINES” COLUMN | 


Look TV 

FULL PAGE SUNDAY NIGHTS 
Sept. 7 
Sept. 21 


LIFE 


FULL PAGE 


RADIO | 
33 KEY AREAS 
Sept. 5 thru 
Oct. 30 





Sept. 8 Sept. 23 Sept. 4 and 18 








to buy G-E lamps. Be sure you get full value 
from it. Urge your customers to tie-in displays 
and merchandising with the dates shown. Get 
them to make their plans now/ 


This year, General Electric's anti-bulbsnatch- 
ing campaign will be bigger-than-ever. Above 
is a schedule of the powerful advertising that 
will send consumers into your customers’ stores 


Don’t miss sales! Start taking orders today! 


To get your full share of this Fall’s lamp bulb 
volume, tell your salesmen about the big G-E 
promotion NOW’ Get them to feature G-E lamps 
in their sales calls. Make sure your accounts 
have plenty of the popular 60, 75 and 100- 
watt sizes, enough to make mass displays in 
high traffic spots and refill empty shelves. 


And remind customers to look for their 
G-E display package, arriving the first 
part of September. It contains wall banners, 
tuck-in cards, price markers. To boost your 
lamp bulb volume, get your customers to use 
this material in big, eye-catching displays of 
G-E Lamps. 


GENERAL @@ ELECTRIC 
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Designed for Safe, Reliable Opera- 7 

circuit breakin 
tion and Protection of Portable and type ping. 
Stationary Electrical Equipment, in- 


doors and outdoors, under the most severe operating conditions 


MUCH LONGER SERVICE LIFE AND LOWER MAINTENANCE COSTS insured 


by heavy, rust-resisting cast metal construction and rain-tight gasket seals. 


al. 
*,\* 
PYLE QuelArc plugs, used 
with this equipment, are 
COMPLETE SAFETY FOR THE OPERATOR is provided by safety circuit well known industrially, 


: : . : : for their unique partitioned 
grounding and the interlocking of door and plug receptacle with a quick make cuemuutien, Ginn tues 
and break switch mechanism. ing surfaces from pole to 


pole, and from poles to 


. — ground provide for excep- 
Consult your Pylet Catalog, Bulletin 1150 for complete listings. Gondiiy cule taniiing ent 


long service life. 


THE PYLE-NATIONAL COMPANY 
1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


District Offices and Representatives in Principal Cities of the United States 
SINCE 1897 Export Department: International Railways Supply Co., 30 Church St., New York. 
Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES + FLOODLIGHTS » TURBO-GENERATORS » GYRALITES » CONDUIT FITTINGS » MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale Distribution 


May 


SALES May sales of electrical goods wholesalers, all 


lasses of | bined, showed ticall » chang 
Classes Of houses combined, showec practica y no change 
from the level of the previous month, but were 3 per cent 
over May a year ago (which, in turn, were 7 per cent above 


May 1950 
1952, 


first five months of 


Cumulative sales for the 


however, lagged 17 per cent behind the same period 
last year 
On 


from the overall picture 


a class of house basis, May sales varied somew! 


j 


© Full line wholesalers slipped The 


April and were 


in both comparisons 
group’s sales dipped 1 per cent below 
terms of cumul 


full-liners 


down 4 per cent from May a year ago. In 


ative sales, 1952 measured against 19 the 


trailed 16 per cent behind last five-month mark 
e Wiring supplies and construction materials 
Their May dropped 3 
a month earlier and 8 per cent ur 
But 


brighter: wiring supplies and construction 


years 
listribut 
skidded even more sales per « 


May 1951 


ippeare d a 


below 


sales the cumulative sales picture little 


materials distrib 
utors were only # percentage points under their 1951 five 
month level 

e Appliances and specialties wholesalers s 
only sales gain—7 per cent previous mont 


over M 


however 


well as the only increase 


year. In terms of cumulative sa 
ialties wholesalers were in last place 
195] 


spe 


hind 


Estimated total sales of all electrical 


in May amounted to $394 million, as comp 
million for April and $411 million for May 19 


Business Index: May 195 149: Ma 


Other Figures of the Month 


Housing Starts (in thousands) 

Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
(seasonally adjusted, in billions) 


Farm Income 
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1952 


ntories (val 


At the end of May, 


of electrical goods wholesalers 


inve 


INVENTORIES 


| , 
all classes of 


the April Q 
j 


ued at cost 


houses combined, were down below 


i per cent 


ck level and 16 cent under stocks on han 
close of May a year ago 

Measured 
the 
ic 


per 


May 
distrib 


montns 


these same 


three classes of elec 


against 
rories of trical 
indicate e following levels 
e Full-line 


r cent lower that the May 


wholesalers showed inventories that were 
1951 level and 
The full-line group 
1 +} 


lise on hand, the 


# per cent 


level of the previous mont! 


ted a 66 days’ supply of merchan 
s a month earlier 

e Wiring supplies and construction n 
from the April inventory 


May 1951 
supply 


showed no change leve 


lipped | per cent from Their stocks on 


umounted to a 59 days 


e Appliances and specialties wholesalers reported the 
per inder the 
They 


hand of the three classes 


sharpest re juction in inventories—12 cent 


previous month and 30 per cent below May 1951 
l indicated in 1 t cks on 
days supply 


wholesalers represente | ipproxit 


fay's supply less than 


1946 
Average 


Year 
Ago 


Lotest 
Month 


Preceding 
Month 
June 106.0 55.9 
$803 


$197 


$1.933 
$877 
$18.9 


June $1,906 


June $1,075 


May $19.5 $18.9 


4) 








Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ED by the East South Central area, four of the nine geo- 

graphic regions reported May sales 4 to 14 per cent above 
April levels while four others indicated declines and one 
showed no change 

Compared with May a year ago, however, only three 
regions reported gains; the remaining six indicated drops 
27 per cent increase for the East South 
Central area to a 16 per cent decline for the Middle Atlantic 
division 


They ranged from a 


Cumulative sales of all regions continued to lag behind 
1951. Farthest behind was the Middle Atlantic area with 
a decrease of 24 per cent. Closest to its five-month mark of 
last year was the East South Central division with only a 
6 per cent decline 

All of the regions indicated inventory drops from the 
level of April, the least being a 1 per cent decline reported 
by the East North Central area. Down the most was the 
East South Central division, which dipped 11 per cent from 
the previous month. 

A comparison with May 1951 inventory levels, however, 
shows much greater decreases. These ranged from 26 per 
cent for the Middle Atlantic area to 7 
North Central division 


per cent for the East 


KEY TO MAP 
States comprising Geographic Regions 
Ve, N. H., Mass., R. 1, Conn 
N. J. Pa 
West North Central (4) 


New England 
Middle Atlantic 

East North Central (3 Ohio, Ind., Ill., Mich 
Minn., lowa, Mo., N. D., § 


42 


MAY 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





SALES INVENTORIES 


May 1952 May 1952 

Compared in % with Trading Compared in % with 

May Region Apr. May 

1951 (See Map) 1952 1951 

— am —I1 

— —26 

— —7 

— —20 

—1i4 

—23 

—18 

—12 

—12 


WOHIAVIPWN— 











Md., D. C., Va., W. Va., N. C., 
Tenn., Ala., Miss 

Mountain (8) 
Utah, Nev.; Pacific 


Kan.; South Atlantic (5 Del., 
S. C., Ga., Fla.; East South Central (¢ Ky., 
West South Central ( Ark., La., Okla., Tex 
Mont., Idaho, Wyo., N. M., Colo., Ariz 
9 Wash., Ore., Calif. 
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CONDUIT 
COUPLINGS 





Look for this label ( 
when you buy fit- 
tings. It is your 
gvarantee of uni- 
form quality. 





Sold Only Through Recognized 
Wholesalers 


CONDUIT PIPE PRODUCTS CO., | , OHIO 


PIPE COUPLINGS + PIPE MIPPLES + ELBOWS, RIGID & £.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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@ Pull an I-T-E circuit breaker out of rahe. 4 Urelite enclosure, with breaker 
. removed, illustrates simplicity 
its enclosure. Look at its advanced de- ! f and accessibility of solderless 
‘ ‘ ° ~ ; cable connectors and stationary 
sign—its rugged construction. Compare 4 contacts 

it with other protective devices, and 

you'll realize that a Urelite is the most 


modern circuit protection available 


anywhere today. 


Yes, here’s a sturdy, dependable 
breaker built for long, continuous, 
trouble-free operation in lighting and 

industrial power service. Here’s a breaker 
_ that’s built to take it—built to assure 
‘customer satisfaction—built to give you 
‘Mage alee and profits, 











POSITIVE PROTECTION 

Magnetic time-delay trip (1) provides de- 
pendable overcurrent protection. Prevents 
circuit interruption on harmless overloads. 


Magnetic instantaneous trip (2) assures in- 
stant tripping on short circuits. 


Silver alldy contacts (3) carry heavy cur- 
rent without overheating. Arc-resistant. 
Generous wiping action gives good contact 
surface and pressure. 


Sturdy mechanism design (4) assures quick, 
safe closing, opening, and tripping. All poles 
operate simultaneously. 


Trip devices (5) are easily interchanged to 
obtain maximum application flexibility. 


Magnetic are chutes (6) quench arcs quickly, 
safely, dependably —in air. 


SERVICE CONTINUITY 


Wide-angle position indicator (7) makes it 
easy to see—at considerable distance— 
whether breaker is open or closed. No spe- 
cialized personnel required to restore service. 


Wheel mountings (8) allow breaker to be 
pulled out of enclosure quickly and easily. 
One breaker may serve as spare for numer- 
ous plant circuits. Breakers can be quickly 
inspected and maintained without undue 
interruption of vital electrical services. 


Look at these outstanding customer benetirs / 


SAFETY FOR PERSONNEL 


Trip-free operating mechanism (9) Breaker 
cannot be held closed on an overload—or 
closed against a short circuit. 

Individual steel enclosure (10) protects 
breaker against dust and damage. No live 
parts exposed. 

Sturdy metal base (11) forms metal barrier 
between front of breaker and bus or cable 
connections. 

Interlocking arrangement (12) prevents 
breaker from being removed or inserted 
unless contacts are open. 


OUTSTANDING ECONOMY 


First cost the last—nothing to replace when 
circuit is interrupted. 


Easy to install. Contractors or plant main- 
tenance men can mount enclosure, connect 
cable, insert breaker—quickly and easily. 


Rugged construction assures long, economi- 
cal, trouble-free operation. 


YOU CAN OFFER ANI-T-E CIRCUIT BREAKER 
FOR EVERY APPLICATION—INDOOR AND 
OUTDOOR, IN RATINGS FROM: 


10 to 6,000 amperes continuous 

up to 600 volts a-c, 250 volts d-c 

up to 100,000 amperes interrupt- 

ing capacity 
Available in four types of enclosures with 
auxiliary and tripping devices to fit specific 
applications. 


You can still secure an Authorized !-T-E Distributorship 


Ask your local I-T-E representative to explain the advantages of an 
authorized I-T-E distributorship—and how it will pay off for you. 








AL 


If you're looking for a longer-lived, more weather-resistant, 
more dependable service entrance cable — take a good long 
look at what Silvaline* Type SE with true URC Weatherproof 


)protection offers you. 


GENUINE URC SATURANT — not an inferior substitute — makes Silvaline’s 
durable fibrous covering indefinitely resistant 


to weather. 


TOUGH NEOPRENE TAPE covers each individual conductor— 
increases resistance to moisture and weather . . . in 
2 colors, black and red — gives the preferred means 
of conductor identification. 


OVER-ALL MOISTURE-SEAL TAPE AND BRAID COVERING provides high 
resistance to deterioration and adds life to the covering. 


SILVER-FINISH COATING provides clean handling and an attractive surface 
... makes greatly improved base for house paint — 
permits use of URC saturant and finish without 


discoloring externally applied paints 


Silvaline will sell itself to your customers, once you show it to the right cable for the job 


them. If you aren't already familiar with this outstanding 
service entrance cable, just ask your Anaconda Representative 


to demonstrate its features to you. Then you will see how easy ‘* e A ge > ® 
Anaconda Wire & Cable pal, Fe: AC ww ng 


it is to convince your customers. 
Company, 25 Broadway, New York 4, N. Y. Sstiiienit 


WIRE AND CABLE 
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TIMES and TRENDS 


Philosophy of Good Business 


This year marks the 200th anniversary of Benjamin 
Franklin’s experiments with a kite and key. Franklin’s ad- 
venture during a summer thunderstorm has long been 
acknowledged as the birth of a new infant industry to 
America 

Today, 


the kite and key stand as symbols of a great 


industry. An industry that keeps the wheels turning for 
all other industries. The electrical business has weathered 
many periods of readjustment during its history and can 
be justly proud of its continuous growth 

As distributors and salesmen in the electrical industry 
we can be proud of the historical record. But what can it 
contribute toward solving our present day problems? In 
our sector of this industry we believe that above every- 
thing else, the electrical wholesaling business is a mer- 
chandising industry. It is a business characterized by ware- 
housing and facilitating the delivery of merchandise into 
local markets. Most important, it is a business of selling 

Can we learn any lessons from the great men who con- 
tributed to the construction of this industry? Let's see. 
Historians have observed that no man in American history 
stood out more conspicuously than Benjamin Franklin for 
his ability to get big things done. More than that, he 
accomplished big things successfully because he knew how 
to command the cooperation of all those whose help was 
essential to the task. It is recorded that Franklin had a 
genius for getting men to drop their small differences and 
unite in the accomplishment of some worthy objective 

We have heard many pleas for cooperation within the 
electrical industry. The idea of mutual aid, interdepend- 
ence or cooperation—whatever you choose to call it—has 
been recognized as a sound, constructive suggestion and 
the industry has put forth considerable effort to make it 
work 

All of us realize that the greatest heights are reached 
when the various interests comprising this industry re- 
main competitive, yet, are sufficiently broadminded to see 
that there must be genuine cooperation in building mar- 
kets for electrical goods. Ill-considered strife and bickering 
simply wastes time and money 


Is it not true that many members among all branches of 
the electrical industry have lost sight of their responsibility 
and obligations to the industry? Have they forgotten where 
their self-interest actually is placed? 

The history of the electrical industry demonstrates that 
it has in earlier years noted and fostered the development 
of sound confidence in the honesty of purpose and practice 
of all interested parties 

As far as the distributors are concerned, they have ex- 
perienced and will continue to experience many difficult 
and perplexing problems. Events of the past year have 
shown clearly that lack of planning and control breaks 
down the normal distributive machinery and results in 
selling at a loss 

Differences of opinion have always arisen among the 
various elements of the electrical industry. But unless these 
branches of the industry can plan their policies wisely and 
stick to them, all members will suffer. Not only is there 
a danger of loss of market but loss of free enterprise. If 
we can't solve our problems, the government will 

Each branch of the electrical industry is responsible for 
the performance of certain functions. The encroachment 
of one branch on another in performing these functions 


disrupts the normal, economical operation of the dis 


tributive machinery 

A manufacturer who declares by policy that he depends 
on distributors for the sale of his product and then indulges 
in direct sales to consumers, disrupts the industry 

Similarly the wholesaler who claims dependence on re- 
tailers and contractors for moving goods from his ware- 
house, and then sells direct to individuals, is harming his 
industry. 

These things happen when there is either a sales policy 
that approves such practices or one that lacks adequate 
control to prevent them. In any case the results are harmful 
to the majority of concerns comprising the electrical in- 
dustry 

Much can be said about a philosophy for good business 
Some of the best thoughts on the subject appear on the 
following page in an article about “The Copper Cup.” 


EDITOR 
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The presentation, annually, of the Copper Cup, has 
long been an important event to the distributors 
located in the western states. The cup has a won- 
derful history behind it. It has been won by many 
men who have become prominent in this industry— 
men who became successful and acknowledge that 
they wore inspired by the ideals for which the Cop- 
per Cup stands. 
The inspiring presentation of the cup by R. A. 
Balzari, secretary, Pacific Zone of N.A.E.D. has not 
heretofore been recorded. In response to many re- 
quests for a permanent record of his talk, ELEC- 
TRICAL WHOLESALING is pleased to publish it 
here. 

The EDITOR 











O my many friends in the electrical industry it would 

seem, because of my repetition of the symbolic mean 

ing of this Copper Cup, that it would be a burden to 
present it again. I assure you that this is not true. It so 
happens that all of us, including myself, need a frequent 
reiteration of the ideals which we seek in our relations 
with others, whether in business or in social life. It is a 
pleasure, therefore, to do this job, because it inspires me 
to strive harder to meet the ideals for which this Cup 
stands 

In 1908, when the members who founded our Pacific 
Coast organization decided to put this Copper Cup into 
play, they had in mind the creation of the kind of friend- 
ship between competitors, a friendship that would help 
create a better business relationship. They realized full 
well that men who play together establish a bond of friend- 
ship based on fair play, good sportmanship, and the will- 


48 


ingness to give and take in a friendly manner. They did 
not necessarily think in terms of principle, but they did 


try to establish firmly those things that suggest the right 
answer to the question of specific human principles. 

The primary principle involved was one of self-interest. 
To refresh your memory, that principle is: “People act in 
what they BELIEVE to be the best interests of themselves, 
their families, and others whose welfare they have at 
heart.” Note in this principle it says, “what they BELIEVE 
to be the best interests,’ and that means just this—that 
all men and women, in striving to secure certain objectives, 
honestly believe that they are working to fulfill their own 
best interests. However, their judgment is frequently 
faulty, and they do things which are not to their TRUE 
self-interest 

The Copper Cup symbolizes the human characteristic 
indicated in this definition. The objective should be to 
seek true self-interest through proper study, consideration 
and research, to make sure that you are on the right track. 

The Copper Cup symbolizes true friendship—based on 
kindliness, respect and consideration of others. It recog- 
nizes that we all have faults, but emphasizes that true 
friendship is considerate of others, realizing that they want 
equal consideration and respect, not for their faults, but 
for their true values 

So, friendship which is created by association in busi- 
ness, in sport or in social life, is just as sincere and good, 
and effective, because it builds in each party a feeling that 
they are wanted and needed by their associates 

When true friendship exists among business competi- 
tors, they carry on their daily operations on a higher plane, 
and, while they may slip because of poor judgment or 
hasty action, or misunderstanding, it can more readily be 
corrected by friendly discussion than by taking retaliatory 
measures. 
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YOU KNOW, WHEN YOU CARRY 
CAST BOXES BY HOPE, 


that your supplier assures you of a fair 


margin of profit . . 


. and will not enter 


into competition with you 


H7000 TYPE + $1 SIZES 
Flush mounted 


1200 TYPE * 164 SIZES 
Surtece mounted 


H8000 TYPE * 87 SIZES 


Surface mounted 


H6000 TYPE + 4 SIZES 
Surfece mounted 


H3200 TYPE * 128 SIZES 
Surface mounted 


. . . AND EVERY ONE OF THEM MADE OF CAST IRON, HOT DIP GALVANIZED 


You can meet your customers’ needs promptly 
and profitably with CAST BOXES by HOPE 





Whether a Box by Hope is a standard design — or 
whether it’s custom-built to specific requirements, the 
sale goes through Hope distributors! 


Hope has established — and consistently maintains — 
a policy of 100% distribution through distributors, 
with a discount margin that makes sales profitable. 


Equally important — you can meet just about every 
requirement of your customers in the industrial, heavy 
contracting and utility fields when you distribute 


Boxes by Hope. The line includes hundreds of stock 
sizes of outlet boxes and fittings, junction and pull 


boxes, hinged cabinets, terminal boxes, explosion 
housings. And every size and type can be custom- 
modified, at moderate cost, in a short time, to meet 
your customers’ specific needs. 


All Boxes by Hope are strong and durable — made of 
cast iron, hot dip galvanized. You order them from 
Hope when you get an order. No need for you to tie 
up space or capital in carrying inventory! 


GET THE FACTS OM THE LINE OF BOXES BY HOPE— MAIL COUPON FOR 26 PAGE ILLUSTRATED CATALOG LISTING STANDARD SIZES AND TYPES AND CUSTOM MODIFICATIONS 


HOPE 


ELECTRICAL PRODUCTS CO., 
338 Wilson. Ave., Newark 5, N. J. Mitchell 2-4426 


Hope Electrical Pr 
338 Wilson Avenu 
GENTLEMEN: Please send 


oducts Co., Inc. 
e, Newark 5, N. J. 


Name....--<<---< ——— 
Compony.-- 
Street Address 
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Announcing the Ultimate in Creative Recessed Lighting 


uni-flow fluorescent troffers 


Here is a picture preview of the MITCHELL UNI-FLOW 
Fluorescent Troffer . . . completely new . . . dramatically 
different and superior . . . years ahead of anything in the 
recessed lighting field. What you are looking at is the 
result of two full years of development work that has paid 
off in a product so advanced and improved that the 
when you plan for the best pended contractors, utility men a wholesalers who 
in recessed lighting, have had an opportunity to examine it, say 
specify uni-flow unanimously: “‘This is it!’’ ee ; 
—_———_ If you are now planning a recessed lighting installation, 
vou owe it to your customers, your clients and yourself 
to learn the full facts about MITCHELL UNI-FLOW. 
Write, phone or wire today for the most important news 
in recessed fluorescent lighting. 


MITCHELL MANUFACTURING COMPANY, 2525 N. CLYBOURN AVE., CHICAGO 14, ILt. 


In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
i: 


- all Send forit! Address Dept. 1-H 
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ORY TYPE 


A manufacturer bought 3 — 100 KVA, 2400 primary 
240 volt secondary Acme Electric dry type trans- 
formers to provide power circuits for machines in 
a new building. Later, adjustable arm fluorescent 
fixtures were installed on six machines to provide 
adequate light for operator's inspection. Acme 
Electric 150 watt step down transformers were 
installed at each machine to provide 120 volt current 
for lighting. In the cutting room, located in another 
building, the fluorescent fixtures were giving occa- 
sional trouble. Maintenance engineer ordered 12 — 
100 watt 4 lamp Acme Electric fluorescent ballasts 
to replace defective ballasts. An underground tank 
located in factory yard required agitating of liquid 
before ‘‘draw off’’ of small supply. In cold 
weather with congealed liquid and low voltage 

at the motor, proper agitation was impossible 

until an Acme Electric manual voltage regulator 

was installed at the motor. Eight specially 
designed electronic safety limited devices 
tequired Acme Electric control transformers to 
provide the low voltage circuits needed. Step 

by step, the Acme Electric distributors salesman 

had one sale lead to another. Repeat and 
continuing sales are profitable business that 

you can obtain with the Acme Electric complete 

line of transformers, 


STEP DOWN 
ton TRANSFORMERS 


FLUORESCENT 
LAMP BALLASTS 





VOLTAGE REGULATING 
TRANSFORMERS 


a?” ACME ELECTRIC CORPORATION 
678 WATER ST. CUBA, N.Y. 


CONTROL 
TRANSFORMERS 


co oan 
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SEE THE VARIETY 
OF SHIELDINGS NOW 
OFFERED BY 
SYLVANIA TROFFERS 


— t Pe en en 


— —" : - ~ Cr~ 9 
Basic Sylvania Troffer with louvered sh 


NEW FLEXIBILITY AND LIGHTING EFFICIENCY WITH 
NEW SYLVANIA TROFFERS! «2: 


rooms, Offices, and 
many types of 
stores. This shield- 
ing available with 
open or closed 





Sylvania’s new line of re- 


cessed troffers has been de- 
signed around a basic unit 
to provide the last word in 
flexibility. 


These troffers may be in- 
stalled separately or in con- 
tinuous rows . . . to meet 
practically any intensity re- 
quirements, length or row, 
ceiling construction, or ar- 
chitectural style. 


Sylvania troffers are fin- 
ished in hard-baked Mira- 
coat enamel on Bonderite 
treated steel. Available with 
either standard or instant 
start ballasts 


alir, 
6 
3 *. 


LIGHTING 
CONTRACTOR 


New Troffer Spot Lights, too 

New Sylvania spots and cor- 
ner boxes are also available to 
accent ceiling lighting patterns. 
These spots, readily placed at 
strategic locations, harmonize 
perfectly with adjacent troffer 
shieldings. 

Fully guaranteed 

All Sylvania troffers are cov- 
ered by the broadest guarantee 
in the industry. This includes 
lamps (when Sylvania lamps 
are initially installed), ballasts, 
starters, and wiring for a period 
of an entire year. For detailed 
information about this new 
troffer line, be sure to mail the 
coupon NOW! 


Urge your Electrical Contractor 
friends to display this emblem that 


directs prospects to their doors. 


ends. 


e 


Twinlite . . . an- 
other interesting 


diffused lighting ; 


shielding, avail- 
able with open or 
closed ends. Ideal 
for reception 
rooms, hotel lob- 
bies, and display 
areas. 


Plastic . . . comes 
with closed frames 
only. Sturdy, ex- 
tra lightweight 
shielding for soft, 
diffused recessed 
troffer lighting. 


Albolite . . . pro- 
vides attractive dif- 
fused lighting for 
scores of applica- 
tions. Comes in 
both open- and 
closed-end frames. 


Curved lens... 
available with 
closed frames only 
Provides an ex- 
tremely attractive 
light source where 
less contrast is de- 
sire 


a ae ee ee 





wears ar Sylvania Electric Products Inc., 
s SYIN ANIA Dept. L-3208, 1740 Broadway, 
ery a New York 19, N.Y 


Please send me illustrated folder describing the 


FLUORESCENT TUBES, FIX. new line of Sylvania Recessed Troffers 


TURES, SIGN TUBING, WIRING 
DEVICES; LIGHT BULBS; RADIO Name 
TUBES; TELEVISION PICTURE 
TUBES; ELECTRONIC PROD- Street 
UCTS; ELECTRONIC TEST 








EQUIPMENT; PHOTOLAMPS; 
TELEVISION SETS 


a 
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What Makes 


A Good Counter Salesman? 


UST what makes a good counter 

salesman? Is it his intelligence, his 

fast thinking, his easy wit and 
humor, his flair for quick, accurate 
decisions, his personality, his ability to 
be a walking, breathing catalog of 
products and prices? 

To the average electrical wholesaler, 
a good counterman is all these things 
—and more. He is a 
memory expert and diplomat whose 


combination 


daily contact with contractors and oth- 
ers makes him, to some, the sole per- 
sonal representative of a sometimes 
impersonal company 

A good counterman is the link in a 
distributor organization that must be 
kept strong at all costs. Ir cannot be 
estimated too accurately in terms of 
prestige and good will how well a 
counterman is doing his job. It is in 
terms of amount and volume of across- 
the-counter sales that the true measure 
of a good counterman can be recorded 
on either the debit or credit side. 

But the question here is not specifi- 
cally on the ability or merits of the 
average counterman in the electrical 
distributing industry. It is clearly a 
question of what duties a good counter- 
man can conscientiously perform dur- 
ing the course of a day—duties, which 
if carried through properly, can result 
in the smooth operation of home office 
routine 
e Always on the Go—A good coun- 
terman never has a dull moment. From 
the time he dons his working togs in 
the morning to the time he “washes 
up,” he’s on the go every minute. Just 
part of his “average” day is taken up 
with such regular duties as handling 
customers’ requests and complaints, 
answering the phone (or phones) that 
rings almost constantly during his 
working hours, keeping the catalog up 
to date, arranging displays, acting as 
advisor on substitute equipment, help- 
ing restock shelves and keep them 
moving, pushing related items, routing 
deliveries, and in general, being a jack 
of all trades and master of them all. 


If all these duties are disposed of— 
which is quite unusual—then the coun- 
terman can go on to his other activities 
He can read up on new products to 
supplement his already almost univer- 
sal knowledge of the products he sells, 
he can advise and assist in buying mer- 
chandise, he can help with mail orders 

He can inform men in the territory 

of leads he may have picked up across 
the counter from his talk with a con- 
tractor, he can introduce and explain 
new lines, decorate window displays, 
help train new men, keep his custom- 
ers abreast of back orders, sell equip- 
ment from floor displays, and give 
technical assistance when needed. 
e In Short Supply—These are the 
marks of a good counterman. And it's 
generally conceded that this type is 
hard to come by these days. What with 
the costly and specialized training that 
nust automatically be given through 
years of apprenticeship through the 
receiving and shipping room, stock- 
room, and then on up to the counter, 
modern times today require that either 
the tyro counterman be born with an 
intense desire to sell over a counter, or 
be born rich. 

That's because the kind of money 
the average wholesaler is prepared to 
spend for trainees is, by financial neces- 
sity, not the tops in the pay scale. It’s 
certainly not the kind of money that 
can be had at the defense plant or in 
the trucking industry where the train- 
ing period is relatively short and the 
starting salary is much higher. More 
and more stock and receiving clerks— 
all good counterman material—are be- 
ing lured into these better paying jobs 
unmindful of the future and satisfied 
solely to solve their present needs 

This unhealthy situation leaves the 
training period for the budding coun- 
terman short, the possibility of his be- 
coming expert lessened, and the extent 
of his product knowledge meager. 

e What About Personality?—The 
subject of personality always comes 
into play in the counterman’s rating 


His personal habits and his manner of 
getting along with people can be an 
asset or a liability, whichever way they 
are used. Although some contractors 
and customers prefer a business-like 
attitude on the part of their counter- 
man, others prefer to see a ready smile, 
a steady flow of conversation, and a 
friendly man who is sympathetic to 
their problems 
A good counterman takes these into 
He's good 
natured, accurate and fair in all his 
dealings, and above all, he knows his 
customers’ likes and dislikes. He is a 
distributor's Dale Carnegie—always 
ready and willing to make friends and 
influence people 
That's why they say he's born to the 


consideration obliging, 


job. It’s easier to train a man in the 
complexities of electrical distribution 
than to try to transform a sour, short- 
tempered individual into a man of 
manners 
e The Other Factors—But what do 
customers want in 
sides these personality traits? One New 
York contractor wrapped up his re 
quests into a five-point package. “My 
idea of a good counterman,” he said, 
“is that he 

“Know what he’s dispensing, 


a counterman be- 


and 
know the price of every item the 
right price 

“Have a working familiarity with 
contracting work so that he can in 
telligently suggest replacement and 
substitute parts and also to recommend 
the quantities I need for different types 
of jobs 

“Know his lines thoroughly. If he 
doesn't carry one particular brand, he 
should be in a position to direct me to 
some other establishment he knows has 
it 

Be in a position to properly advise 
me on the quality vs price relationship 
of different products 

“Be able to supply me with manu 
facturer’s literature at the time I ask 
for it, or if that is impossible, to tell 
me the fastest way I can get it.” 


To See a Good Counter Salesman in Action, Turn Pagem> 
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What Makes a Good Counter Salesman? (cont.) 

Lou Maryanov is a counter salesman par excellence 
He's hardworking, friendly, knows how to handle 
customers and fellow employees nd when it comes 
to electrical apparatus and supplies, his knowledge is 
encyclopedic 

Thirty-five years ago, he entered the electrica 
distributing industry as an errand boy gradually we 
ing his way up through the stock room shipping 
room, etc., before becoming store manager of Joseph 
Kurzon. Inc., of New York City. Under him today 
ire six Countermen and one trainee 

In a typical day, Lou Maryanov performs all che 
functions pictured on these pages and more. A 
plus” effort is required because of the large over-the- 
counter business done by his firm. Daily, Joseph Kur- 
zon, Inc., located near the heart of midtown Man- 
hattan, plays host to hundreds of contractor Customers, 
ranging from electricians in overalls to engineers 
in business suits. 

ARRANGING DISPLAYS—Lou Maryanov, of Joseph Kurzon, Inc., 
tarts day off by sprucing up display stand near sales counter. 


ROUTING ORDERS——Shown here with Jack Blutstein, traffic GREETING CUSTOMERS—-Maryanov’'s witty remark puts in 


manager, Maryanov arts an order on its way through firm coming customer ‘‘Stonewall'’ Jackson in happy frame of mind 





WAITING ON CUSTOMERS urse the ¢ SELLING RELATED ITEMS—Maryanov shows contractor some 


terman'’s N juty. Here where Dp re y nt marking tape to go along v » the wire he has just purchased 
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STOCKING ITEMS—He replenishes TAKING ORDERS——Maryanov take PASSING ON LEADS 


stock to speed job of filling orders jown order as it come ver the phone man nformed of ar 


EDUCATING TRAINEES -—Maryanov preps Eddie Gross (cer HANDLING COMPLAINTS Here, Nv 


ter nm ditterence between tw type f conduit conr r mportant duty me that ofter a 


ADVISING ON NEW LINES—Maryanov puts in a plug for KEEPING CATALOG UP-TO-DATE 


new service ignt ft Sam Bernstein, Kurzon purchasing agent heets as they come in save time 
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ow To Build 
Fire Under 
ttic Fan Sales 


It's easy, according to Ramsey Elec- 


tric Supply. Just get all segments of 


the building industry to promote the 


attic fan idea. Ramsey's results: a 


25 per cent increase in fan sales. 


By E. Dalton White 


Chief, 


1E hustling electrical wholesaler’s 

salesman down South has found 

out that year ‘round promoting of 
attic fans is good strategy. Although 
it’s the summer heat and sultry nights 
that offer the most opportune condi 
tions for the attic fan sale, he’s con- 
vinced it’s the advance preparation 
long before these conditions are pres- 
ent that makes a happier homeowner 

In fact, Frank Blackwell, 
member of the sales staff of Ramsey 
Co., 
Tenn., is one fellow who firmly be- 


veteran 


Electric Supply Chattanooga, 
lieves that every single home should 
have an attic fan — every home, suh, 
Yankee. To him, 


fans are at the top of his selling list; 


Southern or attic 
and he never misses an Opportunity to 
talk about their merits. 

e The Perfect Pair—But just talk- 
ing about them is not enough to bring 
customers to your side of the fence, 
Blackwell admits. Selling attic fans, or 
attic fan 
a lot of 
promotion, a 


the summer-comfort pair 


plus window fan 


product education 


requires 
and 
job that can't be accomplished in a 
single campaign 

It requires good sales promotion at 
the builder and 


contractor, public 


level, thorough knowledge of your 
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Atlanta News Bureau 


START of attic fan sale begins at the distributor's display stand 


as electrical contractor Frank Massey (center) 


and salesman 


Blackwell (right) describe features of fan to a builder. 


product and its abilities, active follow- 
up through the electrical contractor 
and building contractor, and personal 
contact with the homeowner and 
builder. 

While it is generally conceded that 
the best time to make the attic fan in- 
stallation is when the weather is cool 
and working conditions in the attic 
are favorable, Blackwell, through his 
own experiences, has noted that most 
people wait until summer to make 
their decisions. Through his own pre- 
cise promotion on the theme, ‘Prepare 
for the heat before it’s too late,” Black- 
well has been garnering a sizeable sum 
of advance sales to act as cushion for 
a possible nosedive of “summer held 
outs.” This is to the tune of a 25 per 
cent increase in sales over a year ago 
—on top of a 20 per cent increase the 
previous year 
® Cost a Factor—Another big prob 
lem that Blackwell finds blocking attic 
fan installation is cost—a fluctuating 
factor that varies with home design 
In an existing home, this cost factor is 
acute because consideration must be 
given to the need of running an extra 
circuit, laying the foundation for the 
attic fan, and cutting away an opening 


in the ceiling 


In this respect, Ramsey Electric has 
taken the initiative in working closely 
with contractors to develop better 
methods to reduce this original cost— 
by expert training to cut time, labor 
and other incidental cost factors, or by 
a systematic pinching of operations. 
So far the program has met with suc- 
cess, for installation costs have been 
reduced and now figure between $75 
to $100 for the average home 

In the new home, costs could be re 
duced even further if architects and 
electrical contractors would make pro- 
visions for installation when the home 
is under construction. To point up this 
comfort-plus-saving factor to the new 
homeowner, the company sends a per- 
sonal letter to him suggesting installa- 
tion of an fan. This is followed 
up by 


and the architect—the 


attic 
cales call on the contractor 


two men most 
likely to act as the final judges in this 
matter 

© Save at the Start— Here is how 
this type of sales promotion works, ac- 
cording to Blackwell: “I contact the 
home owner, the architect and build- 
ing and electrical 


point out the advantages of making 


contractors and 


provisions for the fan installation. A 


} 


circuit is run for the fan and a hole is 
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FOLLOW-THROUGH means close inspection by Massey and 
Blackwell of actual fan installation and ceiling outlets. In 
this home, an extra ceiling exhaust is provided on the porch 


provided in the ceiling which is cov- 
ered for easy removal. There is very 
little expense for this extra work but 
it is a big cost and time saver when 
the fan is to be installed. Once you 
make provisions for the fan it's not 
many months before you make the 
actual sale 

What makes it comparatively easier 
for Blackwell is the fact that he is 
backed up 100 per cent by his boss, 
Paul Ramsey, president of the com- 
pany. Like Blackwell, Ramsey is a firm 
believer in sales promotion. In a 
united effort with others in the indus- 
try, the company plays an important 
role in the annual summer fan promo- 
tion sponsored by the Chattanooga 
Electric Board. This 
newspaper and radio advertising and 


ling 


Power includes 


senc promotion inserts with each 
electric bill 

¢ From the Top Down—But that's 
only part of it as far as Ramsey Elec 
tric is concerned. Blackwell hammers 
away at the need for still more promo 
educational work at all 


This must be done, 


tional and 
levels downward 
he says to bring about trade coopera- 
tion as a general practice 

An advance step in the right direc- 


tion, Blackwell asserts, is to get every 
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friends ‘who'd 


architect, building and electrical con- 
tractor in the community to install an 
attic fan in his own home. This will 
tend to further widen the sales circles 
because these men, knowing first-hand 
the comforts of attic ventilation, will 
ordinarily be enthusiastic in promot- 
ing installations to their customers. 
This same self-ownership of attic 
fans has worked within the Ramsey 
company itself. There, too, the objec 
tive was purely motivated by enlight- 
ened self-interest 
becomes a great believer in it; 


a user of a product 
a great 
believer becomes a natural promoter 

© Steps to Success — Blackwell's a 
natural promoter because he has lived 
with his products from production to 
promotion to sale. In preparing for his 
Blackwell has 
manufacturer's plant to see how the 


work, visited the fan 


products he was about to handle were 


made 

He learned the best installation, op 
eration and maintenance procedures, 
he was shown the features of different 
types, their peculiar 
he took pictures of every opera- 
Now when he talks with a fan 
prospect he can quickly recognize and 


characteristics, 
and 
tion 


display the features and quality points 
of the product 


FINAL STEP for Blackwell is to see if customers are satisfied 
with their attic fan instailations. This check can lead to 
. 4 

just 


love to have one in their own home 


After an attic fan installation is sold, 
Blackwell's follow-up ties in directly 
with his regular duties. Along with his 
calls on new prospects, he visits old 
to check on the 


customers operation 


of their fans—always with a nose for 


new business. Perhaps the owner is 


well satisfied with his installation and 
mentions the name of a friend “who'd 


just love to have one in his own 


home.” That's the beginning of sale 
¢ The Finishing Touch 
the owner thinks that though his attic 


— Perhaps 


fan is working well he'd like to sup 
plement it with air conditioning. More 
than this has led to the sale 
of a 


which along with the attic fan 


once, 
window air conditioning unit 
can 
adequately provide home comfort in 
the summertime 
To really make 
fan field 
that’s just beckoning to be plucked 
Blackwell 


pre moron an | 


your mark on this 


attic that growing market 
emphasizes the need for 


positive active selling 
The two must be as inseparable as 
Andy 
will you be able to capture your right 
And 


plished a smooth running promotion 


Amos 'n Only through these 


ful share after you've accom 


selling scheme, he asserts, the fans 


themselves will do the rest 








VACATION 
10 days x 24 hours 
Total: 240 hours 


SATURDAYS 
52 days x 24 hours 
Total: 1,248 hours 


SUNDAYS 
52 days x 24 hours 
Total: 1,248 hours 


Your Selling Time Is Shorter 


HE second day I worked with electrical wholesaler's 
salesman Henry Lowe started to be a repetition of the 
first day—and that was bad 

Our first call this time was at the office of a nut and bolt 
factory. Hank gave his name to the receptionist and asked 
to see the purchasing agent. She plugged in and talked 
and finally said, “Mr. Robertson will see you in a few 
minutes. Will you please wait? 

Sure,” boomed Hank, and sat down in the most com 
fortable chair in the office. He pulled out his morning 
paper, lic a cigarette, crossed his knees and leaned back 
Juxuriously to review the sports world. Hank was a veteran 
Salesman with Central Electrical Supplies, and a good one 
He knew his business, he had a lot of good customers and 
he was well liked in his territory. But my observation had 
‘ 


led me to believe that he was a spendthrift of the most 


valuable thing he had in the world—time. Here was a 
good chance to find out 

There was a little reading table between us which held 
1 lamp and a variety of trade magazines. I reached into my 
bag and took out a little hourglass set in a wooden frame 
and containing sand which had been gilded to look like 
gold dust. I placed this on the table between us, and the 
sparkling sand began to flow. Somewhere between a six 
furlong dash at Belmont Park and Ralph Kiner’s twenty 
fourth home run, Hank noticed it 


What's chat 


been too cordial when I joined him the day before for a 


he demanded. As expected, he had not 


week's field work 

A clock to tell us how long we can wait here. It takes 
five minutes for the sand to run through. We'll give it 
two turns 


You don't need that thing. Jim Robertson will see us 


as soon as he can. You can’t rush these fellows 

Of course not. Its not how Robertson organizes /15 
time we're interested in, but how we organize our 

Well, you have to wait for people, don’t you? 

Sure, but maybe we can make the waiting pay off. Time 
is money, they say. Every time that gold dust runs through 
we may have lost an opportunity to make money 

I turned the glass and when the second five minutes was 
up I went over to the reception desk 

I wonder if you will be good enough to find out when 
Mr. Robertson will see us?” I asked. “If it isn’t convenient 
now, we can come back later at any time he wishes.” After 
a moment she gave back part of my full-dress smile and 
plugged in 

He'll be tied up for at least half an hi she reported, 
and then, confidentially, “but knowing you'd better 
figure on forty minutes 

I reported the situation to Hank Lowe, and returned the 
hourglass to my bag. “Isn't there a nearby call we can make 
in the meantime?” I asked. “You mentioned picking up an 
order at Michelson’s Appliance Shop 

Hank heaved himself out of his chair and returned the 
newspaper to his brief case, presumably for further use. 

Sure, Michelson’s just around the corner. But we may 
get stuck there too, and then what? 


You'll know how to handle it,” I said. “Come on 


As a matter of fact, we not only picked up the waiting 


order at Michelson’s, but sold a related product to go with 
it and still got back in time to see Robertson. Since Hank 
was paid commissions above a basic salary, he was obvi- 
ously pleased at his reward for using what normally would 


have been a wasted half-hour 
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HOLIDAYS 
9 days x 24 hours 


Than You 


We had a satisfactory interview with Robertson, and 
were told to submit a proposal for the new layout that had 
been designed for one of the shops. Then we located 
Hank's car in the factory parking lot and started out for 
the next call, a frozen poultry processing plant about 
fifteen miles out in the country where chickens were pur 
chased, slaughtered, dressed and shipped out in deep-freeze 
trucks, all within forty-five minutes 

Are you satisfied with the money you're making? 
suddenly asked Hank 

Of course not,” he replied in his abrupt way, but smil- 
ing, who ts/ 

Well, that's the principal reason I'm here—to help you 
make more money. You are an experienced salesman, you 
tell a pretty good story and your trade likes you. But there 
are a good many prospects in your territory you haven't 
called on. They represent that money 

But I don’t have the time,” he protested. “I’m out at 
eight and work till six, and sometimes in the evening, too 
What does the boss expect? 

Nothing more than that,” I assured him. “That's a day's 
work. But if I can show you how to increase your income 
a real amount in the same working time, would you be 
interested 7 

Are you kidding? Green is my favorite color. If you've 
got a formula, I've got wide-open ears 

Hey! Slow down a little,” I interrupted. “Isn't that a 
new store opening up on that corner across the street? 

Yeah, a new jewelry store. Very plushy, too. I'm going 
to call on him as soon as I can find the time 

Well, you've just found it. Go for that parking space 
just behind the store. Have you got your case of new elec 


tric clocks with you?” 
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SLEEPING, EATING, ETC. 
Remaining 242 days x 16 hours 
Total: 216 hours Total: 3,872 hours 


Think 


LEFT FOR SELLING 
242 days «x 8 hours 
Total: 1,936 hours 


By Francis W. Sullivan 


Yeah, but look, we're due out at the chicken factory 
I told them I'd be there this morning. We can come back 
here any time 

You mean drive fifteen miles out there and then back 
track fifteen miles more when there is a possible new 
account staring us right in the face now? Brother! No 
wonder you don’t have time. Let's grab that parking space 
before another appliance salesman gets it 

We pulled up to the curb fast. Then I helped Hank lug 
the heavy case of clocks and catalogs into the building. As 
expected, we found the young proprietor overseeing the 
final touches to his beautifully appointed jewel-case of 
store. Forty-five minutes later we came out of there with 


in order for $376 worth of assorted electric clocks 


Ax this point it should be emphasized that the changes 


made in Hank’s planned routing that morning had nothing 


to do with his getting the two additional orders we sold 


He would probably have gotten them anyway—when h 


got around to it—because he was a good salesman and he 


his work 


t 
lid the actual selling. However, by organizing 


better we had gained about an hour of valuable time, time 
which we were able to use profitably later in the day 

Hank apparently recognized this fact himself, for that 
night after supper, as we sat around the hotel lobby, he 
brought up the subject 

What about this work-planning deal?” he asked 
I the only guy who's off the beam? 

No, you're no different than a lot of other good sales 
nen,” I told him, “and most of them don't know how t 
rganize their time either 

That's a pretty broad statement 
1 


I know it is, but I've got some evidence.” I reached int: 
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my briefcase and pulled out a sheet of paper which bore 
the photostated reproduction of a newspaper article. 

“Two years ago,” I said, “National Sales Executives, Inc., 
a national organization having 14,000 executives as mem- 
bers, co-operated with Ohio State University in making a 
survey as to what were the principal weaknesses of whole- 
sale salesmen. Over 800 sales managers replied, and an 
analysis of their reports showed that these were the five 
chief defects in salesmen’s work.” 

I handed him the paper which listed them in this order 

1. Failure to use time worked properly. 

2. Failure to plan sales effort 


3. Failure to put in enough selling time 
4. Lack of proper selling methods 
5. Lack of product knowledge 


“The last three don’t apply so much to you, but the first 
two do—definitely.” 

Hank studied the list and did some thinking. “Seems to 
come down to how a guy uses his time, doesn’t it?” he said, 
and then added cheerfully, “but, after all we've got a life- 
time of it 

“Have we?” I grinned back. “Well watch this.” I pro- 
luced the little hourglass and set it on the smoking table 
before us. The glittering sand began to flow. “There goes 
part of our lifetime. While you watch, it’s gone and you 
can never get it back. And that gold dust is a polite needle 
to the effect that while we look it’s costing us money 
That's why I carry the thing 

How do you mean it’s costing us money?” 

Well, let's see. Do you mind telling me how much you 
earned last year?—salary, commissions, everything? The 
gross amount, before taxes deductions and so on?” 

Hank thought a moment. “Exactly $6,249.73 

And how many hours did you work?” 

Heck, I wouldn't know—the usual amount I guess. I 
only missed three days on account of sickness. What are 
you getting at? 

Something pretty important. First, let’s make a chart of 
how we spend our time. It may surprise you, now that 
most salesmen work a five-day week due to Saturday clos- 
ings by business and industry.” 

We dedicated some of the hotel stationery to this cause 
and worked with pencils, checking our arithmetic as we 
went along. Finally we came up with this 


Total hours in the year 365 days x 24 8.760 hrs 
Deduct 
Saturdays 1,248 hrs 
Sundays 2 2 1,248 
Vacation 240 
Usual Holidays 9 216 


Total Deduction 


Left for Working 242 days 
Deduct sleep, meals 
and recreation 242 x 16 hres. 872 
Leaves working time of 242 days x 8 hrs 1,936 
Full working time represents only 22.1 per cent of 
total hours in year. 


Hank studied the figures a bit grimly 

Fools you, doesn’t it?” he said. “Here's a guy who thinks 
he is working hard, and even if he puts in a full day he’s 
giving less than a quarter of his time to his job. Fools you 

Yeah, and how many men put in a full day every day? 


To hear a lot of salesmen squawk you'd think they were 
in a slave-labor camp, when as a matter of fact statistics 
show that most salesmen use only 60 per cent of their 
capacity to sell.” 

Hank seized on that one happily and did a little figuring. 

“If you applied that to the time chart you'd find sales- 
men working only 1,162 hours a year, or 13.4 per cent of 
their total time.” He grinned. “Hardly seems worthwhile 
going to work. I think we better forget the whole thing.” 

“A lot of guys are ahead of you,” I said. “But here's why 
I wanted to know your income. If you earned $6,249.73 
and worked 1,936 hours—a full day every day—lI figure 
your working time worth $3.23 an hour.” 

“Holy smoke, is that all? Father was right. I should have 
been a bricklayer. They make more than that in an hour.” 

“Maybe so, but there’s another way of looking at it. This 
morning by a little organization we saved about an hour. 
This enabled us to make three additional calls later in the 
day. You picked up small orders at two of them, which 
certainly will pay you more than $3.23. So we're still an 
hour ahead of schedule, and richer in the bargain 

“Sure, but you can't count on that happening every 
time 

“Of course not, but let's go a little farther. If a sales- 


23, an hour and, through careless- 


man’s time is worth $3.: 
ness or indifference or poor management, he wastes half 
an hour each working day it can cost him real money over 
a year’s time.” 

‘Let's see.” Hank figured rapidly. “At my wages half an 
hour comes to $1.615. Wasting that much for 242 days 
comes to $390.83. Wow! 

“And if a man earning that much wasted an hour a day 

-and it’s the easiest thing in the world to do—it could 
cost him $781.66. Of course, he actually wouldn't Jose that 
amount, but. . .” 

What it shows,” interrupted Hank, “is that a salesman 
who organized his work so that he gained an extra hour of 
selling time every day should make $781.66 more per year 
if he sold at his regular rate 

“Exactly. It's a mathematical sure thing because the 
percentages are working for you. And remember, the sales- 
man wouldn't put in any more time and he wouldn't work 
any harder. He'd just be working better.’ 

And I guess I need to work better,” he confessed sud- 
denly. “The boss has been after me for the last two months 
to get more new accounts, and maybe this is the answer 

Sure it is. With selling as tough as it is today we've got 
to get more distribution for our lines. Consumers are buy- 
ing less everywhere, so our best chance to keep up our 
volume is to contact more dealers and industrials.” 

Hank glanced at the ornate clock in the lobby 

“It’s getting late and we want to get an early start to- 
morrow. I think I'll go up and check my schedule to see 
where we can save some time. See you at seven for break- 
fast.” 

Fine,” I said, liking the guy for his attitude. (There 
are so many veteran salesmen who won't open their minds 
to suggestions for improvement.) “And we'll talk more 
about this tomorrow, too 

“Is there more? 

Lots more, particularly sure-fire ways to get what you re 
after—more time, more business and more money 


In next month’s issue, Hank Lowe learns about 
more ways to maximize his selling time. 
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plenty of one-man acts in the business world, but don't kid yourself 


No Salesman Is a Soloist 


By Joseph F. McPartland and Richard W. Noel 


O matter how you slice it, team- 

work is the real backbone of suc 
cessful long-range distributor 
selling. 

No salesman is a soloist when it 
comes to filling his order book, no mat 
ter how proficient his customer-contact 
technique may be. Rather, he is the 
captain of his sales team which in 
cludes the personnel of his company 
And be 


cause his own success depends upon the 


and all.that they represent 


team effort, a salesman should recog 
nize and constantly appraise the serv- 
ices of his organization 

As the 


team leader, the salesman 
should first determine how many tean 

mates he has. Depending upon the size 
and scope of his company, he may have 
few or he may have many. In any case, 
he should list each and every factor 


which is working with him for a high 


Burndy En 


s a member 


Noel is associated with 
gineering Co. Mr. McPartland 
f the editorial staff of Electrical Construc 
tion and Matntenance 
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sales total. A typical line-up of these 


les mates might be 
tnis 
Advertising and promotion 
?. Quality of lines handled 
3. Prices and pricing policy 
4. Company reputation 
5. Company personality 
tude toward the trad 
The salesman must measure the ex 
tent and past effectiveness of these fac 
tors in relation to his own sales record 
Can advertising and promotion be im 


proved? How do prices and pricing 
policy compare with the competition's? 
Has the company reputation been used 
to further the sales effort? Do company 
policies and personnel create a distinct 
nd attractive 


company personality? 


And finally, what can he, the salesman 
lo to better develop and use these fac 


tors as part of his sales approach? 
The Salesman 


From his “quarterback” spot, out 
mong the customers in the field, an 


alert and intelligent salesman can easily 


, 
something like 


appraise the value of each of these 


teammates. He is in position to rec- 


ommend changes or additions which 


will improve their usefulness 
But sound 
must begin with the 


Just where does | 


appraisal of the team 


salesman himself 
1e stand as a member 
Well, ic doesn’t take 


time to recognize 


of the team? much 


that the salesman is 
1 two-fold representative—of the com 


pany to the customer and, in terent 


way, of the customer to the company 


Company reputation and company 


personality, therefore, can get a big 
boost from his own personal demeanor 


With friendli 


ness to please the varying personalities 


and attitude a flexible 


of his customers, the salesman must at 


ill times be honest, sincere and courte 


ous. And no matter how important an 
order might seem to him, “good will 
must never be placed in jeopardy by 
coercive ofr deceptive sales techniques 
An order only counts when “good will 
goes with it 

As a representative of the customer 


to the company, the salesman should 
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How 
You Can Make 
Full Use 
Of Your 
“SALES MATES” 


report to management any deficiencies 
he might find in the company’s overall 
sales program. If advertising is inade- 
quate or ineffective, it’s up to him to 
offer a detailed explanation and rec- 
ommendation on the shortcoming as 
he sees it. And his advice can be very 
valuable on new advertising or promo- 
tional devices 

Further, the salesman must guide 
management in the selection of prod- 
ict lines to be carried. From his every- 
day experience, he is in an excellent 
position to judge the acceptance of the 
quality of the many products and to 
recommend the addition of new and 
improved products 

Sall 


salesman can offer sound advice is that 


another factor on which the 


of competition. With keen and relent- 


less interest, the salesman should make 


it his business to know and inform his 


office of competitive activities in th 


way of advertising, 


1€ 
promotion stunts, 


pricing policies, “deals” and the like 
ittention to 


By organized and routine 


all of these matters, the salesman can 


lead his team to the common goal 
ever more and better sales results 
But the 


salesman can appraise his sales team 


real criterion by which a 


mates and formulate his recommenda 
tions for their better development is 

how well are they working with him? 
To determine this, the salesman must 


know the job that each teammate ts 
supposed to do and be able to recog 
nize when a teammate has fallen down 
on the job 

Of course, a sound understanding of 
the relative merits of advertising, pro 
motion, company reputation and the 
other sales mates can only be developed 
experience. We 


some of the 


trom extensive 


however, consider here 
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ADVERTISING AND PROMOTION — 
Getting customer reaction to ad or promo- 
tion piece serves two purposes: gets him 
to read it; suggests improvements 


basic functions of each of these activi- 
ties. From these highlights, a salesman 
will get the framework on which he 
can organize and build a clear relation- 
ship to his own sales effort. 


Advertising and Promotion 


Outside of the salesman himself, ad- 
vertising and promotion are probably 
the most important team members 
They not only create recognition of the 
company repre- 


sents, but they pave the salesman’s way 


which the salesman 


to his customers. In effect, they arrive 
before the salesman, display the prod- 
uct line, register the company S interest 


in the customer's business and gen- 


erally facilitate the salesman’s follow- 
up. In the team sense, advertising and 
interference for 


promotion must run 


the salesman 


ball 


There are 


who's carrying the sales 


many ways in which a 


salesman can judge how well advertis- 


ing and promotion are: serving their 
purposes. Perhaps the best way is to 


solicit and encourage the comments of 
his more enthusiastic and business-wise 
customers 

Naturally, the salesman should meas- 
ure all comments against his own im- 
pressions and against the response 
which the ad or 


draws 


promotion piece 
And it’s up to the salesman him- 
check 
ioneering 


such advertising results 


new product lines, 
meeting competitive advertising, and 
sustaining Company prominence in the 
industry 

In the way of promotion, the sales- 
man 1s in a unique position By exercis- 
ing his imagination and knowledge of 
the industry, the salesman can readily 
recommend the type of promotion 


licerature which will be most effective 


QUALITY OF LINES—By studying pro- 
ducts to understand operation and appli- 
cation, the salesman enables himself to 
appraise quality and offer advice 


Further, if the need and the 
budget will allow he can offer much 
sound advice on promotion gimmicks 
such as handy order forms, equipment 
selection charts and useful wall posters 
And in these matters, the salesman 
should not hestitate to assume the in- 


itiative by presenting his suggestions 


arises 


to Management 
Quality of Lines 


In many ways, the quality of the 
products which a company handles can 
make or break a salesman’s tecnnique 
If product quality is not high for all 
lines, the salesman is confronted with 
a completely undesirable situation. To 
sell the poor quality products, he must 
compromise his honesty and then en 


lure the consequences of customer 


And 
ment is easily compounded by the fact 


dissatisfaction the sales impedi- 
that poor quality in even one product 
or line reflects unfavorably on other 
lines and on the salesman’s overall ap 
proach. For these reasons, a salesman 
must keep close tabs on product qual- 
ity in his complete line 


Although 


deficiencies 


there are many quality 


which the customer will 


call to the salesman’s attention, there 


are several things the salesman can do 
to assure high quality in his line and 


j 


reduce complaints. First, the salesman 


can acquaint himself with the opera 


tion and application of his products 
and thereby put himself in a position 
to recognize quality. He can also take 
advantage of the knowledge his cus 
tomers have on product quality. Many 
customers are only too glad to share 
their skill in spotting product design 
And 


salesman 


details which indicate quality 


every bit of information a 


can get should be relayed immediately 
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PRICES AND PRICING POLICIES—By 
knowing his own and those of his com- 
petitors, he can easily answer questions on 
services 


the value of his products and 


to the front office to eliminate further 
customer dissatisfaction and to reassure 
the customer of the company’s concern 
for quality in all products. 


Prices and Pricing Policy 


If there's anything the salesman 
must know like he knows his own 
name, that’s his company’s pricing 
policy. And armed with a thorough 
understanding of this policy, the sales- 
man must be able to point up its ad- 
vantages to a customer whenever any 
question arises. Although not always 
the decisive factors in a sale, price and 
pricing policy do represent the most 
obvious and tangible point of competi- 
tion 

The salesman, therefore, must also 
pay constant attention to competitive 
prices and pricing policies and should 
never fail to inform management of 
competitive activity in this field. Little 
need be said for sales results when a 
company s pricing policy 
don’t compare favorably with those of 


prices of 


competition, all factors considered 
Company Reputation 


For the most part, company reputa- 
tion is built on all of the sales factors 


considered so far. It stems directly 


from the salesman’s relationship with 
his customers and depends upon the 
type of service he gives them. Good 
reputation is always the result of con- 


] 


sistency in product quality, reliable and 


prompt attention to orders, special con 
cern for the customer's problems, frank 
and honest accounting when son ing 
goes wrong and all-around conscien 
tioOUS SETVICE 

From the many things w I K¢ 
for 





good reputation, its quite clear th 


ere much the Sa 1 Car nd 
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COMPANY 





REPUTATION — Coming 


through in the clutch, such as in the 


emergency delivery pictured above, helps 


to build a reputation for reliability 


should do. Starting with himself, the 
salesman should make certain that his 
own interest and effort in the custom- 
er's behalf are always strong. Nothing 
will build company reputation more 
than a salesman who lets the customer 
know that he's “in there pitching.” 
Over and above his own influence 
on reputation, the salesman should 
prod and push and cajole at those 
points in the office process where sales 
support is anything less than all-out 
And even if he never gets 100% co- 
operation, every little bit will help in 
meeting delivery schedules, in assuring 
quick follow job 
needs and in salving many a ruffled 
customer. True, the details of salesman- 


up on emergency 


office cooperation can’t be blueprinted 
but a salesman must give these details 
plenty of consideration 

For all his effort at sustaining and 
building company reputation, — the 
salesman reaps the rich reward of hav 
ing this reputation as an ally in his 


own sales attack. He should never fail 





to sell company reputation as the 
basis tor a new ount. Often, sales 
are clinched by little more than the 
salesman's bearing and poise 

bespeak his pride in 5 S 
reputation. A salesman should there 
tore avail himself of the advantage of 
company reputation | l, ver 
satile and extremely eff ve sales 


Company Personality 
Pe ra 
to-define member of the 


ups the most subtle and dithcult 


npany | ) t ( 


COMPANY PERSONALITY—This is uti- 


ba 
a>. 


a 





—_ 


lized and furthered when the salesman, 
for example, puts on product demonstra- 
tion r participates in league activities 





the company’s social fraternizing with 
the trade 

In its overall, company personality 
might be very much like any one of a 
number of 
From the salesman’s standpoint, how 
personality should 


individual personalities 
ever, company 
create among the trade a strong im- 
pression which characterizes the com- 
pany as modern, progressive, pleasant, 
effective and reliable 

The most important step a salesman 
can take in assuring an attractive com 
pany personality is to organize his 
thinking on the subject. With a deep 
understanding of the elements of com- 
ettort 


pany his 


should be to determine where and how 


personality constant 


he can contribute to it. In addition to 
bringing the desirable attributes to his 
own personal contacts, the salesman 
should also advise management of steps 
that might further the development of 
ompany personality. A strong and ef- 





fective company personality can and 
should be an important force behind 
ill sales efforts 
Modern Selling 
Che theme of the sales team concept 
of selling is simple: for more and bet 
ter sales, organize the team of factors 
which make up the sales effort 
Kn yur tean 
Pus! S$ a teal 
W for we po 
4. Make all members stror 
™N | mm ¢ 
In these nty 
with a ( Dp ely 
1 le n 
nvestmet ¢ 






















START of a promising new account for Salesman Bob Koblizek 
formalized with an introduction to Charles Griffen, 


right ' 


plant manager, Royce Chemical Co 
ten in seven months 


Like the other big ones 
this new account developed because 


He's Using One Product 
To Sell Many 


By Thomas F. Preston 


who 


ETTING to 


do the requisitioning—the plant 


meet the men 


electrician, the plant manager, 


and the maintenance and electrical 


crew of any plant is often a very 
ticklish problem for the electrical sup 
plies salesman these days 

The 


soliciting supply business from big in 


usual chain of command in 
dustrial plants is through the telephone 
operator at the reception desk to the 
purchasing agent somewhere in the 
outer offices of the factory. There the 
chain is broken—cut off neatly by the 
purchasing agent on whose authority 


rests the giving or refusing of orders 
a supply 
-a complete stranger to a 


It's mot uncommon for 
salesman 
purchasing agent with too many sales- 
men passing through his office—to 
wait two or three hours in the recep- 
tion room for an appointment, only to 
be told at the end of his wait that the 
purchasing agent is too busy at the 
moment to see him. Even if he is 
ushered into the buyer's office, the tone 
after the usual 


of the conversation 


friendly introductions often is on a 
level of prices, not of product perform- 
ance or savings in terms of the “long 
pull” as compared with initial cost. 

e Order of Events—When a purchas- 


ing agent receives a requisition from 


his plant electrician or manager for 
some specific piece of equipment, it 1s 
his job to fill the request as promptly 
as possible—and in all too many cases 

is Cheaply as possible. His first step 
is to call up distributors in the locality 
Either the lowest 


and quote 


bidder gets the order or the salesman 


prices 


whom the company has done business 
with before gets a crack at it 

So in the plant you have this situa- 
When 
equipment is needed in the plant, the 
chief electrician, through the plant 
manager, makes a request for it. The 


tion electrical supplies or 


request is then passed on to the pur- 
chasing agent whose job it is to make 
the necessary arrangements for its pur- 
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How Bob Koblizek Opened Up A Big New Account 


Taking his ‘“‘door opener’’—the Brunt 
Faultfinder from car, Bob Koblizek 
prepares to call on Royce Chemical Cc 


4 After plugging in 110-volt system for 
signal generator, they pick up the sig- 
nal and trace it through conduit 


chase. To him, every supply salesman 
is the same—each has something to 
sell, each carries with him a catalog, 
each can offer approximately the same 
service 

The final decision on who gets the 

order—leaving out any possibility of 
personal likes or dislikes on the part 
of the purchasing agent—must then be 
predicated on some tangible difference 
of which the buyer is aware. To the 
purchasing agent, that difference in 
most cases is price. 
e How Much?—It’s difficult to talk 
to a lot of purchasing agents about op- 
eration or maintenance about 
peculiar performances of one product 
over another, or about the technical 
aspects of the products you sell. To 
them, all your “pitches” resolve to the 
common denominator of the dollar 
sign. If the initial cost is too high, 
they look around for another boy. 

For years, Bob Koblizek of Parr 
Electric Co. in Newark, N. J., has been 
hitting this stone-wall resistance at 
many industrial plants in his territory. 
He’s had his share of magazine reading 
at the different reception rooms in 


costs, 
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Inside the plant, he shows Tom Mc 
Nulty, chief electrician, how to hook up 
three-wire portable cord to faultfinder 


5 Their search for a ground leads them 
to almost inaccessible places, in this 
case under platform near engine room. 


Passaic factories, waiting for a door 
any door—to open up wide enough for 
him 

But for the past year now he’s had 
phenomenal success with a new “door 
opener”—the greatest boon to his busi- 
ness since the passing of the foot-in 
door approach. It not only gets him 
past the receptionist’s desk in the outer 
lobby, but past the purchasing agent as 
well and on into the headquarters of 
the chief electrician and plant manager 
The open sesame he uses is a device 
no larger than an oversized shoe box 
called the Brunt Faultfinder 

The faultfinder which Koblizek car 
ries with him on all calls to the indus- 
trial trade is an instrument which lo 
wiring 


faults on ungrounded 


systems up to 550 volts, a.c. or dic. It 


cates 


provides a quick method of locating 
accidental grounds or faults on ener- 
gized power lines without the necessity 
of shutting down operations in a plant 
during the probing period 

Ordinarily, when a ground first ap- 
pears on a phase and is recognized as 
such by the plant electrician, he can 
clear this ground in one of three ways. 


Koblizek’s 
instrument with 


Under 
connects the 


guidance 


busbars at the main distribution pane 


6 They finally locate ground on safety 
switch in engine room. By now, Kobi 
zek is on best of terms with McNulty 


He could wait for a second ground to 
occur and trace through to locate the 
fault when a dead short develops. He 
could intentionally put a ground on a 
second phase causing a full short. Or 
he could pull switches throughout the 
the plant until he reached the particu 
lar circuit in which the ground was 
located 

All this requires either a complete 
shutdown for possibly many hours, or 
a shutdown on one circuit on which 
may be located 50 or 60 machines 
Even if the fault is narrowed down to 
that one circuit, the electrician would 


have to test each machine to determine 


oint at 
P 


the exact which the ground 
occurred 

e Quick and Painless -— With his 
portable faultfinder, Koblizek demon 
strates to the electrician how the in 
sends a irrent 


strument varying « 


and 


through the faulty circuit detects 
the fault in a matter of minutes where 
the old formula would take hours—and 
a complete stoppage of work 

Along the route of his demonstra 
tion, Koblizek has the chance to talk 


over the problems the electrical crew 
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is faced with in the upkeep and main 
tenance of a large industrial plant. The 
chief electrician “who hardly gets the 
chance to let his hair down” to a sales- 
man, gets an inkling of what's going 
on in the rest of the industry with re- 
gard to new products, new maintenance 
procedures, modernized equipment, 
and replacement supplies designed to 
retard the very thing that Koblizek 
was called in to locate 

e Shutdown Shudders — Koblizek 
was aware that in his territory, with its 
chemical textile mills, 
works and a dozen other divergent in- 


dustries, the presence of grounds in the 


plants, dye 


electrical system was always an occupa- 
tional hazard. Most of the plants are 
on 24-hour operation. Some are tied 
up with high priority government or- 
ders. Because their operations could 
not be stopped abruptly for any reason, 
they look upon the possibility of even 
the slightest interruption as an omen 
of a minor catastrophe. 

Take the case of an artificial leather 
manufacturer in Passaic who couldn't 
afford to shutdown because of a 24- 
hour continuous operation on a gov- 
ernment order. His plant had just be- 
fgun to fill the order when a ground 
occurred in the wiring. It imposed a 
breakdown voltage stress in the insula- 
tion of power equipment which would 
@ventually lead to further grounds on 
the system. The utility company, alarm- 
ed by the load surge this ground had 
taused, demanded that steps be taken 
to correct this hazard or be prepared 
for a power shutoff 

The chief electrician was caught be- 
tween the 
shutoff and his company’s vociferous 
Warning that a shutdown must be pre 


utility's edict of a power 


vented at all costs. Just as the eventual 
outcome was about to happen, Kobli- 
zek was called in with his portable 


Within 


“That's the toughest job I've ever been 


faultfinder four hours 


on he and 


the fault 


had the ground located 


erased without a minute's 


shutdown 


e On the Ground Floor—That was 


the sort of an incident that supply 


salesmen dream will happen to them 


because from that moment on Koblizek 


was the regular supply salesman for 
, 


the plant. From then on he could 


the plant at his leisure InNspeE 


equipment, nouce the type of 
sed, get ac juainted with the 


cians and engineers, and suggest sup 


;' 2 , 
plies he felt would insure proper elec 


al maintenance 


Usu it doesnt 


WOrK O 


Koblizek 


this 


that 
like ap- 


proaches the purchasing department 


T he 
something 


routine uses runs 


First, he 


with a request to see the engineer or 
chief electrician about a particular de- 
vice designed to forever rid the plant 
of the problems of locating grounds 
and faults in the electrical 
Usually, the purchasing agent is aware 
of this hazard and will readily escort 


system 


him through the door that was always 
barred to him before 

Then he sees the engineer or elec- 
and discusses with him the 
problem of grounds and the waste in 
manpower and time the location of 
them requires. Either the demonstra- 
tion of the faultfinder is made then and 
there, or an appointment is planned 
within a day or two 
e Builds a Bond—The demonstra- 
tion itself is the key to his future busi- 
ness contacts. During the time it takes 
to show off the new machine and its 
operation—about 144 to 3 hours— 
Koblizek becomes a fast friend of the 
electrician, the man on whose say-so a 
good part of the electrical supplies and 
equipment will be bought. 

Following the demonstration, it's 
just a case of follow-up in the engi- 
neering department (where the ties 
between the plant electrician and him- 
self become more personal) and 
the purchasing department for the sale 


trician 


of the faultfinder and other equipment 
and supplies 

To Koblizek, the sale of the fault- 
finder is only incidental to the real mo- 
tive behind his new approach. To him, 
the faultfinder—although there is good 
margin of profit attached—is just one 
sale to one customer once and for all. 
The instrument is like your favorite 
easy chair: it'll last forever 
e The Big Reason—What Koblizek 
is really interested in is repeat business 

business that he can see coming in 
as long as the account has need for his 
and Koblizek doesn’t 


products service 


always get the chance to make a fault- 


finder sale right away. That will prob 


‘ bly come after an appropriations com- 


mittee acts on the electrician’s and 


purchasing agent’s order 


He Is in 


repeat business if he knows the right 


1 better position to get this 
people personally. The right people, to 
t the purchasing agents who 
n requisitions from “inside 
people are those who make 

the electrician, the 


cian, the plant 


e Growing List — Koblizek, in the 


last seven months, has been able to 
trace 10 brand new accounts to the use 
of his faultfinder as a door opener 
These 10 accounts before had given 
him no preference or showed him no 
favoritism. He was just “a supply sales- 
man from Parr Electric calling on Mr. 
Early,” and he waited, 


and waited 


and waited — 


Today, with his wide personal ac- 
quaintance with the men who put in 
the requests, Bob Koblizek has free 
run in the plants he visits periodically. 
With his background of 22 years with 
Parr Electric youngest” ter- 
ritory man in the company), he can 


(he’s the 


naturally act as advisor to these men 
m all matters electrical, from a conduit 
coupling to a switchboard 

e Always on the Lookout—On his 
rounds of a plant, Koblizek may notice 
a faulty switch, or worn cable, or he 
may see that a cable run would stand 
up better if it were rubber-covered in- 
stead of the usual extruded type. He 
then makes his suggestions accordingly, 
for whatever they're worth to the chief 
electrician. Usually he gets the new 
order. 

Often this repeat business isn’t even 
solicited. It sometimes happens that 
Koblizek, after a demonstration and 
sale of the faultfinder, can't get around 
to the plant for a few weeks because of 
business tieups. The electrician there 
may need some equipment right away, 
and when he makes out his requisition 
he asks that the order be given “to that 
guy that faultfinder.” 

This could happen — and it did 


sold us the 
Koblizek made a demonstration of the 
faultfinder to an electrician in a small 
manufacturing plant in Passaic. During 
the demonstration, he became friendly 
with the man and even offered some 
advice on different types of switches 
that 


big difference in 


the operation of the plant 


could make a 


weeks after the sale of the 
Koblizek 


from the purchasing agent of the com- 
5.000 


Three 


faultfinder, received word 


worth of electrical 


shoul 1 be 


pany that $ 


equipment shipped to his 
factory at the earliest possible ume 


What Bob Koblize id, any 


prising salest 


enter- 
nan can dk mucn 
time wasted wrong 
lugging 


ill big ones, 


K tm) et 
t cK 
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You can unlock the door to plenty of motor volume by using . . . 


The Keys To Successful Motor Selling 


THOROUGH knowledge of prod- 

uct and applications—that is a 

key to successful motor sales. The 
electrical supply salesmen certainly can 
sell motors profitably. Motors are not 
that mean 
profits, slow turnover and impractical 


necessarily items short 
inventories. Already in many distribu- 
tor houses throughout the country a 
sufficient number of salesmen are 
booking a large enough volume in mo- 
tor sales to prove it 

The electrical wholesaling firm that 
investigates the market for motor sales, 


and encourages the sales force to gain 


a thorough knowledge of the product 
and its applications, is prepared to 
boost its volume cons 
An investment of 
study can be 

dends tot 

intent upon 


motors. It's 


will react t 
footwork 


mans 


ange when vol 
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Selling motors builds a demand for 
other items handled by the electrical 
distributor: motor control equipment; 
switchboards; transformers; 
conduit; wire and cable 

One of the major reasons why the 


starters, 


salesman can do an outstanding job 
selling motors is his large number of 
contacts with the potential buyers. The 
salesman, in most instances, has a close 
friendship with the plant engineers, 
purchasing agents, contractors, etc 
Most distributors and their salesmen 
are aware of the constantly changing 
conditions in the economy of the area 
n which they are located. Distributor 
salesmen must take stock of their op 
and territories in order to 


erations 
ntain at all times an aggressive 

nsive, enthusiasti ide toward 
i" ; 


tion, home building programs, new 
product developments are just a few 
of the factors that affect the economy 
of his territory. He must be prepared 
to serve his area properly and ade- 
quately at all times 

The salesman who has a better than 
average knowledge of the products and 
applications, and is qualified to assume 
the role of specialist on any problem 
that can be solved by the use of the 
products he sells, has built up an im 
munity to the price-type competition 

You will probably be agreeably sur 
prised when you have listed the various 
concerns in your territory and analyzed 
their motor requirements. The fig 
are going to be 
expected 

The follow 
assist you in 


sales 
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MANUAL of MOTOR SELLING 


HERE may be scores—even hun- 

dreds—of motors which will do a 

particular job fairly well, but there 
is only one motor that will do the job 
best. This is why you will want to 
know the fundamentals of motor se- 
lection 

The electric motor is the simplest 
and most efficient means of convert- 
ing electrical energy into controlled 
mechanical power. This controlled 
power is measured in horsepower. You 
will recall that the same horsepower 
can be obtained from either a high 
speed and a small pull or from a slow 
speed and a large pull as long as the 
product of the two remains the same 

The same principle explains why 
jobs requiring slow motor speeds call 
for large size motors—because the mo- 
tors must be stronger, and hence large, 
to exert the larger rotation pull. Be 
cause of these and other variables, one 
manufacturer lists over 1,000 standard 
or semi-standard motors each rated at 


5 hp. Each of these motors differs either 


electrically or mechanically from every 


Knowledge of PRODUCT other one in order to meet specific 


requirements. 

Many of these motors will handle a 
specific job fairly well, but not quite 
as well as the one best motor for the 


It enables you to answer all questions on motor characteristics and design 











job when operation, maintenance, re- 
liability, power factor, efficiency, safe- 
ty and cost are considered. Also, it 
should be noted that the selection of 
the correct control for the best motor 














is of equal importance 

e The Formula—There are five steps 
in selecting a motor and its controllers 
First, study the driven machine; second, 
determine motor rating; third, deter- 
mine the required electrical charac- 
teristics; fourth, determine the control 
equipment; and fifth, determine the 
mechanical design features required for 


the complete equipment 
1. Study the Driven Machine 


The first step, then is to study the 
driven machine. This study has three 
parts. First, you must know the ma- 
chine’s function; second, you must 
know its load and speed requirements 
and its duty cycle; and third, you must 
know the product being manufac- 
tured by the driven machine 

Whar is the function of the driven 


Knowledge of TERRITORY machine? Is it a lifter, spinner, a mixer, 


It enables your company to stock the right quantity of the right motors a pusher? Perhaps the machine will 
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MOTOR SELECTION CHART 





Motor 
HP Operating 
Ratings Classifications 


Fractional 
to several 


hundred hp 


Fractional 
to several 


thousand hp 


rsal motor 


230 


Capacitor-start 
split-phase 
; induction motor 
ractiona 


Single phase 15 } 
to 15 hp 


a.c. motors 
110-220-440-550 
volt 


Capacitor- 
start and run 


nduction motor 


Repulsion motor 


Compensated 

repulsion 

motor 
Fractional 
to 40 hp Repulsion 
induction 


motor 


Repulsion 
Start induction 
motor 


rrel-cage 


to 400 hp induction motor 


motors 
208-220-440-550- , 
2290-2300-4000 


volts 


to several Wound-rotor 


thousand hp slip-ring 


induction motor 


20 to several 
housand hp. 


Application Data 


For high starting torque, with speed control dependi g 


elevators, electric railway cars, locomotives and trucks 


sewing mac vacuum cleaners, electric fans, and hair d 


type motor 


For constant-speed or adjustable-speed, with good 
imps, | thes, conveyors, efi 


spece 


milling machines, cent 
, 


nd variable-speed action, wi 


wheels on 


of t direct-curre 


series type. In larger sizes, for 


applianc and devices requiring low start 


projectors an lar small constant-speed d 


For moderate starting 


motors and small applia 


Same as spilt 


constant speed al d iow noise 


For high starting torque 
! 
l 


arge tans af d commercial retrigeration equipmer t 


Similar to Capacitor-start split-pt ase induction motor, but in larger sizes, 


increased power factor and smoother, quieter operation 


high starting torque and low statting current stokers, 


conveyors, compressors and similar 


available 


For varying‘speed, pumps 


pplications when polyphase current is not 


Similar to repulsion motor, but with improved power factor and constant- or 


ing speed. 


Similar to repulsion mocor, but with constant- or varying-speed 


Similar to repulsion motor, with high starting torque and fairly consta 


For high reliabi ficiency at essentially constant-spee 
tenance Dependir constru tion, Classifications are asi wMmai-torquc, 
normal starting normal-torque, low starting « torque, low 


Starting current; hi slip; low starting torque, normal starting current; low starting 


torque, low starting current. For rotary compressors, machine tools, large fans 


light 
conveyors, milling machines, agitators, elevators, hoists, punch presses, centrifugal 


pumps and blowers 


For limited speed control and speed adjustments under fluctuating load, wit! 
starting current—conveyors, fans, lift bridges, cranes, hoists and drives for metal- 


rolling mills 


For power factor correctio 
on continuous loads above 75 
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MANUAL of MOTOR SELLING (cont.) 


Or one Operation in a 
ruction process 
\ teed conveyor of an automobile 


assembly line is an example. If the 
motor fails here, all the other machines 
and labor connected with the assembly 


The 


ing heavy financial loss justifies the in 


process must be stopped result 
stallation of the best grade, higher 


cost electric equipment to insure re 
liability and continuous operation of 
the drive 

On the hand, take a 


other motor 


that raises a skylight. Used only oc- 


casionally and at irregular intervals, 
its breakdown would cause only incon- 
venience and no financial loss. Here, 


simple and relatively inexpensive 
equipment is justified in the electric 
drive 
e The Combinations — There are 
four principal types of load and speed 
combinations which should be con- 
sidered 

© Applications where speed of oper- 
ation is constant and the load does not 
vary materially—as on many pumps 
and fans 

© Applications where the speed is 
constant, but the load may vary over 
a wide range at either regular or ir- 
regular intervals. This occurs with cer- 
tain machine tools and mixing ma- 
chines 

© Applications where there is a 
Wide speed range and load which may 
be constant or may vary with the speed 
These adjustable 
Speed motor with suitable control—as 


On certain 


drives require an 


machine tools and most 
Ventilating blowers 

e Reversing and  non-reversing 
drives which start and stop frequently 
Here load may be constant or variable 
at full speed, but the motor must pro 
vide 


power moving 


to accelerate all 
parts and Such 


brake 
} 


drives require controllers that provide 


them to rest 


for electric braking, and the electric 


braking may require a larger motor 

Remember, too, that horsepower 
ratings are based on permissible temp 
erature rise. Whenever the load varies 


heating calculations are necess 


determine the 


e What Does It Make? 


umiliar with ¢ 


correct motor rating 
It is impor 
int to become f 


be ing 1 


P| ] mer 
ind gases, Magnetic 


lusts, lint and other damaging mate 
rial tound in many 
Often both 


form of 


manufacturing 
processes motor and con- 


trol have enclosure to 


some 
protect insulation and other electrical 
parts in order to secure long life and 
low maintenance 

, : 
2. Determine the Rating 


The second step in selecting a motor 
is to determine its rating by investiga- 
tion of the required horsepower. If 
you know the horsepower and° speed 


required, 


you can determine whether 
a standard motor can supply the re- 
quired electrical characteristics and 
mechanical features 
e Figuring the Horses—There are 
four ways to determine horsepower 
by mechanical formulas, by empirical 
formulas, by a combination of formu- 
las, and by test of untried processes. 

Well-known mechanical formulas 
can be used to determine the horse- 
power of hoists and pumps, for in- 
stance. These formulas can be found in 
any textbook on mechanics, or in many 
well-known engineering handbooks. 
Tried and true empirical formulas for 
determining horsepower have been de- 
vised by manufacturers from extensive 
tests. These tests are usually made by 
measuring the kilowatt input to mo- 
tors which are driving numerous ma- 
chines of the same general type—and 
from this test data a general formula 
is developed 

For these empirical formulas you 
should consult manufacturers’ catalogs 
and data books. Typical examples are 
machines for cutting, forming and 
rolling metal, or machines on which 
the work is principally overcoming 
friction losses—such as on conveyors 

There are machines on which the 
load is a combination of a useful load 
it uniforn spe d, plus an inertia load 
speed 


is present when the 


one value to another. The 


changes tron 
load at uniform speed can be de- 
mechanical or empirical 
the inertia load can be 


formulas given in en- 


{books 


load reversing 


may pe 
cases, the 
» and de 


: 

termine epower and size of the 

wane. Tenical ces i. 
ners and reversing roll- 


centrifugal dryers, 


e Always a Way—The horsepower 


required ust also be determined for 


new and untried where the 


processes 


load may be variab nd irregular 


change on some uncommon 


1 


or may 
in such 
You 


macnine a 


cycle. Several methods are use 
cases for determining motor sizes 
driven 


can connect to the 


trial motor believed to be somewhat 


over-size, and measure kilowatt input 


while driving the sample machine un 
der typical load conditions. Such a test 


is usually made in the factory where 


the machine is manufactured 
On some untried processes, you can 
select the motor size from knowledge 
of motor requirements on machines 
doing work of a similar nature. Or on 
other new process drives, you can Cal- 
culate the approximate size of the mo- 
tor from assumed data on the load- 
friction, inertia and otherwise. Equip 
one machine with a trial motor as 
calculated, and check the size by tests. 

When 
power of a.c. induction motors by any 
of these methods, keep in mind that 
this type of motor should preferably 
be loaded close to the rated horsepower 
for best performance and least voltage 


disturbance. Lightly loaded induction 


you have determined horse- 


motors may reduce the voltage which 
in turn reduces the available power for 
all motors on the same circuit 


3. Electrical Characteristics 


As third step in motor selection, you 


must next determine the electrical 
characteristics of the motor required by 
the driven machine 

First, what is the power supply? Is it 


ac. or d.c.? 


What is the frequency, 
the voltage, the number of phases, and 
in many cases, what is the maximum 
peak demand permitted? 

Alternating current is the most com- 
mon source of power. Hence, a.c. mo 
tors should be used if possible to avoid 
the cost of 


conversion equipment 


There is an increase in the use of d.c 


motors as ad 


justable speed drives often 


uction, improve quality 
Large or small speed 
spec ontrol can 
ich drives 
with cor 
aracteristics 


is on elec 


lepen 
alternating 
Ss iv tilable 
depend on the fre ncy of the power 
e Common Denominators 
tre 
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chronous speeds, in revolutions pert 
minute, are 3000, 1800, 1200, 900, 
720, 600, 514, 450 and 400. A few 
lower speeds are obtainable which are 
suitable only for larger motors. The 
most popular speed for motors up to 
about 50 hp. is 1800 rpm. From two 
to four of the obtainable synchronous 
speeds can be provided in a single 
multi-speed motor if it is suitably de- 
signed 

Naturally, standard motor speeds 
cost less than special speeds. If d« 
power is available, the preferred stand 
ard speeds are quite close to the full 
load speeds of ac 60-cycle motors 
Motor speed selection is largely a 
question of economies, partic ularly on 
constant-speed drives, such as a grind 
ing wheel. A high-speed, direct-con 
nected motor lends itself admirably « 
a machine whose operating parts func 
tion at the same speed because it 
simplifies the drive 

When operating parts function at 
lower speeds, such as a ball mill, the 
choice arises between a slow-speed 
motor with direct drive, a gear motor, 
or some other form of speed reducer 
connected to a high-speed motor. In 
general, this speed problem is taken 
care of by the manufacturer of the 
driven machine 

Motor frame sizes and dimensions 
are already determined by industry 
standards, once you have decided upon 
the motor speed and the horsepower 
required. For larger hp. sizes where no 
standards are set up, refer to motor 
manufacturers catalogs for size and 
dimensions as listed for the horsepower 
and speed required 
e Compatibility a Must—The re- 
quired electrical characteristics of the 
motor must suit the load As in many 
pumps and fans, the load may be con 
tinuous and steady. Rubber mills and 
ball mills for grinding cement are ex 
amples where the load may be on con 
tinuously but may vary. A hoist is 
drive with uniform or varying loads 
which is started, stopped and reversed 
on a regular or irregular cycle. A screw 
down on rolls or a car puller, for 
stance, is a machine which is 
relatively long periods and then gets 
a heavy load for a short period. A 
hosiery knitting machine operates at 
slow speed part time and at high speed 
part time, with loads which may vary 
or be steady 

Some feed drives on machine tools 
tools are typical of operation over a 
wide speed range. Yet the drive must 
hold a steady speed at any point within 
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MANUAL of MOTOR SELLING (cont.) 


the range. The trend today is to use 
adjustable-speed drives to increase pro- 
duction, to reduce cost, to change ma- 
chines from single purpose to multi- 
purpose machines, and to improve the 
product. 


4. Selecting the Controls 


A fourth step in motor selection is 
to determine the control equipment 
best suited for the drive. 

Controls are designed to start and 
stop protect the and 
driven machine from damage, and in- 
crease the safety of the operators. There 


motors, motor 


must be control equipment for every 


machine. It may be only a snap switch 
to throw a small motor directly onto 
the power supply where the machine is 
non-reversing. It can be a combination 
of magnetic control devices, electronic 
devices, amplydines, and motor gener- 
ator sets where the machine operates 
over a wide speed range with accurate 
control of speed at any point 

Most control application falls be- 
tween these extremes, and controllers 
can usually be selected from standard 
listings. In determining the control 
equipment you must consider rating, 
type of control, desired electrical pro- 
tective features, operating features, and 
mechanical protection required 

Standard control ratings are in horse- 
power and voltage to correspond with 
the rating and voltage of standard mo- 
tors. In general, control ratings should 
be selected on this basis. 
e Manual and Magnetic—Control is 
divided into two broad types—manual 
and magnetic. Manual controls have 
electrical contacts which are opened 
and closed by hand through a suitable 
insulated handle. With magnetic con- 
trol, electromagnets move the electrical 
contacts by operating one or more push 
buttons or other control circuit 
switches 

Magnetic controls can also be auto- 
matically operated by remotely located 
control circuit devices such as float 
time switches, thermostats 
and other types. The flexibility and 
low maintenance of magnetic control 
make it more popular than manual 
control. 


switches, 


With control equipment, the two 
types of electrical protective features 
are 

e Overcurrent protection which dis- 
connects the motor when overloaded 
And control equipment protects against 


74 


a short circuit in the motor or in the 
wiring and is employed where condi- 
tions justify it. 

© Under-voltage protection which 
also disconnects the motor. A breaker 
opens when the supply voltage fails 
entirely or is reduced below a safe 
operating value. 

Operating features depend on the 
requirements of the driven machine 
You must know whether the driven 
machine is reversing or non-reversing, 
whether electric braking is required, 
and whether speed control of the drive 
will be used 

With control equipment, mechanical 
protection for the safety of the oper- 
ator is standard equipment for most 
controllers. Suitable enclosures protect 
against shocks and burns, and special 
conditions require appropriate enclo- 
sures. Standard lines of controllers are 
available with protective enclosures 
such as weather-resisting, water tight, 
dust-tight and others including those 
which meet the needs for hazardous 
locations and Bureau of Mines ap- 
proval. 

In general, if the motor requires 
extra protection, as explained previous- 
ly, the control also will require cor- 
responding protection. 


5. Mechanical Design Features 


The fifth step in motor selection is 
to determine the mechanical design 
features required for the complete 
equipment 

For motors, these mechanical design 
features may be summed up as types 
of mounting; types of enclosures such 
as drip-proof, splash proof and totally 
enclosed type of bearing; shaft exten- 
sion; brake mounting; and whether 
steel mill motor construction is neces- 
sary 

Mill implies 
heavy duty reinforced frames and also 
much heavier shafts than those used on 
general-purpose motors. The driven 
machine and the nature of its load re- 


motor construction 


quire this construction in some indus- 
tries—particularly where rapid revers- 
ing duty with shock loads is encount- 
ered, as with steel mill machinery and 
bulk materials-handling machines. 
Standard lines of d.c. motors are 
available in mill constructions, and a. 
motors—though not standardized—can 
also be obtained with a frame stronger 
than the general purpose frame where 
The 


conditions require it driven ma- 


chine must be studied to see which mo- 
tor mounting best meets operating con- 
ditions, makes the best overall appear- 
ance and, preferably, has the lowest 
over-all cost. 

Standard mountings available are 
foot-mounted—varied to side-wall and 
ceiling mounting by rotating the end 
shields; face mounted; flange mounted; 
and mounted. In addition, 
standard lines of motor parts are made 
to be built into the machine they drive 

Closely tied in with the mounting 
arrangement is the size and length of 
shaft extension and the best adapted 
bearings. The design of the mechanical 
from the motor 
machines 


vertical 


pow er transmission 


shaft to the driven affects 
these parts. 

e Other Factors—The 
the desirable shaft extensions and bear- 


ings for a motor is also influenced by 


selection of 


belt or chain pull, diameter and pitch 
of pinions, vibration due to gear teeth 
and chain links, and other factors. Mo- 
tor frames are built to provide several 
types of enclosures as previously out- 
lined, and here again the correct selec- 
tion requires good judgment. The ini- 
tial extra cost of the enclosed varieties 
(where needed) may well be saved in 
the first years’ operation by reduced 
maintenance costs 

Open motors used under adverse 
conditions will require extra cleaning 
and lubrication. Also, more burnouts 
resulting in extra maintenance may be 
expected. In atmospheres containing 
conductive or abrasive dusts like metal, 
coal or coke, total enclosures should al- 
ways be used 

Remember—when motors require 
enclosures of a particular type, it usual- 
ly follows that the controller requires 
a similar type ot protection to prolong 
its life 
e Insulation a Consideration —In 
selecting both motor and control, the 
insulation and its protection from ex- 
cessive heat, moisture, dirt and chem- 
icals require serious thought. Perhaps 
special insulation will be required 
where excessive heat results from over- 
loading or from high room temper- 
atures 

Summed up, there are five steps in 
motor selection. These 


steps, in se- 


quence, are: (1) study the driven 
machine; (2) determine the motor rat- 
ing by computation of horsepower; 
(3) determine the required electrical 
characteristics; (4) determine the con- 
(5) deter- 


mine the mechanical design features 


trol equipment to be used; 
required for the complete equipment. 
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MOTOR APPLICATION GUIDE 


Here is a check-list of how electric motors are used by 
various industries, presented in terms of machine applica- 
tions, sizes required and types generally used. It offers you a 
quick summation of your major motor selling opportunities. 





Machine 
Application 


Horsepower 
Required 





Machine 


Application Required 


Horsepower 


Moto. 
Type 





Leather, Tanning, Etc. 


Buffers 3 
Convevors 3 
Cranes 20 
Fleshers 10 
Hoists 10 
Pumps 3 
Rolling Machines 
Shaving Machines 
Slitters 
Splitting 
Tanning Tubs 
Hide Washer 
Liming 
Unhairing 
Scudding 
Cheeking 
Bating & Pickling 
Tanning Agent 
Preparation 
Tanning Process 
Setting 
Putting Out 
Staking 
Dyeing 


5 

15 
50 
35 
50 
30 
20 


10 


10 


Lime and Cement 


Agitators 5 
Conveyors, Drag 
Chain, Belt, Bucket § 
Coolers 10 
Crushers 71 
Dampers, Automatic 
Kiln 
Dryers 
Fans 
Mills, Fuller 
Mills, Washers 
Precipitators, Dust 
Pulverizers 


Pumps, Cement 
Sacking Machine 
Screens 


Paint and Varnish 


Agitators 5 


25 


75 


35 
10 


35 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Synchronous Motors 
Squirrel Cage or Phase 
Wound Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
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Chasers, Paint 2-15 
Conveyors ] 
Crushers l 
Dryers ] 
Fans & Blowers ] 
Filling Machines, Cans kK 
Filters ] 
Grinders ] 
Mixers 2 

] 


Pneumatic Conveyors 25-100 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Paper and Wood Pulp 


Agitators 5-30 
Barker, Continuous 

Drum 
Barker 
Beaters 
Calender, Sheet 
Coating Machine 
Conveyor, Wood 
Cutter, Rotary 
Cutter, Rag 
Decker 
Digester 
Elevator 


Disc 


Rotary 


Knotter 
Laybov & Cutter 
Rotary 


Platers 


Pumps, Fresh Water 50 
Pumps, Ground Wood 50 
Pumps, White Water 

Pumps, Vacuum 50 


Refine 

Rewinder 

Screens, Flat 

Screens, Cencrifugal 

Screens, Chip 5 

Supercalender 75-400 

Thrashers & Dusters 20-25 

Paper Machine Sectional Drive 
Couch 40-400 
Ist Press 25-100 
2nd Press 25-100 
3rd Press 25-100 
Drver (1 40-200 


Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
D.C. Constant Speed of 
series 
A.C. Single Phase 
D.C. Adjustable Speed 
Wound Rotor Induction 
D.C. Constant Speed 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
& Synchronous 
Squirrel Cage Induction 
D« Adjustable Speed 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 


D.C. Adjustable 5 
D.C. Adjustable § 
D.C. Adjustable § 
D.C. Adjustable 5 
D.C. Adjustable § 








Motor 
Type 


Horsepower 
Required 


Machine 
Application 


Motor 
Type 


Machine 
Application 


Horsepower 
Required 





Dampers 10 Squirrel Cage Induction 


Adjustable Speed 
Elevator 20 SquirrelCage Induction, 


40-200 
40-200 


Drver 
Calender 


Reel 


5 


50 


Petroleum Refining 


Agitators 
Conveyors 
Mixers 
Presses 
Pumps 


Rubber Goods 


Calenders 
Conveyor 


Dryer, Fabric 


Grinder 
Sheeter 


Strainer, Rubber 


Tubing Machine 


Warming 


Washing 


10 


3 


30 


71 


25 
15 
50 
50 
1000 


Adjustable Speed 
Adjustable Speed 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


D.C. Adjustable Speed 
Squirrel Cage Induction 
or D.C. Constant Speed 
Squirrel Cage Induction 
or D.C. Constant Speed 
Squirrel Cage Induction 
Squirrel] Cage Induction 
or Synchronous 
Wound Rotor Induction 
or Squirrel Cage 
Squirrel Cage Induction 
or D.C. Adjustable 
Speed 

Wound Rotor Induction 
or Synchronous 
Squirrel Cage Induction 
or Synchronous 


Waterworks, Sewerage Irrigation 


Compressors, Air 


Conveving Machinery 


Cranes, Overhead 


5 


25 


150 


50 


100 


Squirrel Cage Induction 
Synchronous 

Squirrel Cage Induction 

D.C. Variable Speed 
Wound Rotor Induc 
tion 


5-1800 Squirrel Cage Induction 


1OUSs 


Synchro 


ar iable Speed 


Wound Rotor Induction 
\ 


D« 


Canals and Movable Bridges 


Bridges, Lift 
Draw, er 
Locks 


Winches 


Power Plants 
\ gitators 

Air Preheater 

Car Dumper 
Compressor 


Conveyors 
Crane 


76 


Wound Roror In 
& D.C. Ad 
Speed 


Wound 


Squirrel Cage Induction 
Squirrel Cage Inx 
D¢ 


Squirrel Cage Induction 


uction 


Svnchronous 
Squirrel Cage Induction 


Wound Roror, D.C 


D« 

Squirrel Cage Induction 
Wound Roror, 
Synchronous 

Squirrel CageInduction, 
D.C. 

Wound Rotor 

Squirrel Cage Induction 

Squirrel Cage Induction 

Wound Rotor 

Squirrel Cage Induction 

Squirrel Cage Induction 

Wound Rotor 

Squirrel Cage Induction 

Wound Rotor 

Squirrel Cage Induction 

SquirrelCage Induction, 

D« 

D« 


Fans 


Feeders (Coal 
Gates 
Grinder 
Hoists 


Clinkers 
Coal 


M-G Sets 
Pulverizers (Coal 
Pumps 


Screens 
Stokers 


Valves 


Chemical Industries 


Agitators 5-60 
Aucoclaves 5-10 
Compressors, 
Ammonia 
Convevors, Belt 400 
Crushers §00 Squirrel Cage Induction 
Dryers, Rotary 20 Squirrel Cage Induction 
Elevators, Bucket 20 Squirrel Cage Induction 
Fans 150 Squirrel Cage Induction 
Furnaces, Caustic Squirrel Cage Induction 
Mixers Squirrel Cage Induction 
Pumps Squirrel Cage Induction 
Sulphur Burners Squirrel Cage Induction 


Squirre! Cage Induction 
Squirrel Cage Induction 
1500 Squirrel Cage Induction 
Squirrel Cage Induction 


11/2 


Clay and Brick Products 


Air Conditioning 
Machines 
Blowers, Kiln Draft 
Convevors 
Crushers 
Cutting Machines 
Disintegrators 
Drvers, Trave 
Edge Runners 
Fans 
Kilns, Tunnel 
Mills, Pug 
Mixers 
Pans, Wer & Drv 


ge Induction 

> Induction 

Induction 

ge Induction 

re Induction 

> Induction 

- Induction 

» Induction 

Induction 

Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Presses, Wet or Drv Squirrel Cage Induction 
Pumps ) Squirrel Cage Induction 


Screens ) Squirrel Cage Induction 


Fertilizer Manufacturing 

Squirrel Cage Induction 
Squirre] Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Phase Wound Induction 


Convevors 3-15 
Cranes 20-35 
Crushers 20-50 
Grinders 

Mixers 

Monorail! Cars 
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Horsepower Motor 
Required Type 


Machine 
Application 


Machine 
Application 


Horsepower 
Required 





Squirrel Cage Induction 
Group Drive 
5-500 Squirrel Cage Induction 


Tables, Picking 15 


Glass Making 


Compressors, Air Squirrel Cage Induction 


Tramways, Aerial 


Conveyors 

Elevators, Bucket 

Grinders 

Polishers 

Tube & Rod 
Machines 

Window Machines 


10 
10 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 


Metal and Non-Metallic Mining 


A gitators 


Blowers, Ventilating 


Classifiers 
Compressors, Air 


Convevors, Belt 

Convevors, Apron 

Convevors, Bucket 

Conveyors, Pan 

Cranes, Locomotive 
and Crawler 

Cranes, Overhead 
Plant 

Dumps, Rotary 

Fans 

Feeders, Ore 

Filters 

Flotation Machines 

Hoists, Shaft Slope 
& Skip 

Mills, Ball, Tube & 
Rod 

Pumps 

Rolls, Crushing 

Screens, Mechanical 


Coal Mining 


Blowers 

Coal Recovery 
Svstems 

Compressors, Ait 

Convevors, All Types 

( onvevors, Portable 

Cranes, Overhead 
Traveling 

Crushers 

Drills 

Elevators, Buckets 

Fans 

Hoists for Shafts 
Slope & Incline 
Dury 

Jigs, Coal Washing 


Loaders, Mechar ical 
Loading Booms 
Locomotives 

Pumps 

Screens, Mechanical 


1 


l 
5 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
and Synchronous 
Squirrel Cage Induction 
Squirrel] Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 


duction 
nduction 
nduction 


duction 


nduction 
nduction 
nduction 
nduction 


n luction 


nduction 
I duction 


ucrtion 


D.C. Variable Speed 
Squirrel Cage, Group 
Driver 
Squirrel Cage Induction 
Squirrel Cage Induction 
D.C. Variable Speed 
Squirrel Cage Induction 
Squirrel Cage Induction 
Group Drive 
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Transportation Industry 


Battery Chargers 
Blowers 
Compressors— Air 
Convevors—Belt 
Convevors—Bucket 
Door Openers 
Drill Presses 

Fans 

Grinding Wheels 
Lathes 

Milling Machines 
Mixers—-Concrete 
Paint Sprays 
Portable Tools 
Presses 

Pumps 

Saws 

Welders 

Derricks 

Lorry ¢ 

Locomot 


Quarries 


ompressors 


rushers 
umps 


( 
Convevors 
( 
| 


Sorting Screens 


Squirrel Cz 
Squirrel C: 
Squirrel Cz 
Squirrel Cag 
Squirrel Ci 
Squirrel ( ag 
Squirrel Cy 
Squirrel C; 
Squirrel Cz 
Squirrel Cag 
Squirrel Cag 
Squirrel ¢ ag 
Squirrel Cas 
Squirrel Cag 
Squirrel ¢ 
Squirrel ¢ 
Squirrel Cag 


Squirrel Cag 


tion 
tion 
tion 
tion 


tl 
rion 


D.C. Variable Speed 


Squirrel Cage Induct 


qi 


D« Variable Speed 


Petroleum and Natural Gas 


Compressors, At 


Pumping Machinery, 


Well 
Pumps 


Marine 


Steering Machinery 


nches 


Squirre! ¢ 


D.C. Variabl 
sgul { iu 
D< Variable Sp 
D.C. Constant Sy} 
Squirrel Cage | 
D« 

oquit 
D<¢ 


Sg 


Metal Working Industries 


Bending Rolls 


Blowers 


Wound Rot 


or DA 


Speed 


Squirre! Cage 








Machine 
Application 


Horsepower 
Required 





Machine 
Application 


Horsepower 
Required 


Motor 
Type 








Bolt Cutting & 
Threading 

Bolt Heading Upset 
ting & Forging 
Machines 

Boring & Drilling 
Machines 


Broaching Machines 
Bulldozers 
Compressors, Air 
Conveyors 

Cranes 


Emery & Carborun 
dum Wheels 

Fans 

Gear Cutters 


Hammers, Air 
Hoists 


Key Seaters 
Lathes 


Milling Machines 
Paint Spray Outfits 
Pipe Threading & 

Cutting Machines 
Planers 
Polishers 
Presses, Punch Wheel 

ng 
Frac 

S: ] 
Screw Machinery 3 


Shapers 


Shears 
Slotters Crank 


Tractors 
Welding Outtits 


Textile Industries 


Breakers 
Cards—Cortor 
Combers 

Cutting Machines 
Doubler 
Folders 
Frames 
Frames —Dry 
Frames 
Frames—Spinning 
Hosiery Machines |! 
Lapper, Ribbon 

Lapper, Sliver 

Looms 

Openers 

Pickers 

Scouring Machines 2 
Sewing Machines Frac.-—5 


3 
l 
l 


Drawing 


Roving 


78 


Squirrel Cage Induction 


Squirrel Cage Induction 


Squirrel Cage Induction 
or D.C. Adjustable 
Speed 

Squirrel Cage Induction 

Squirrel Cage Induction 

Squirrel Cage Induction 

Squirrel Cage Induction 

Wound Rotor Induction 

D.C. Adjustable Speed 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
or D.C Adjustable 
Speed 
Squirrel Cage Induction 
orD.C. AdjustableSpeed 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
D.C. Adjustable Speed 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
orD.C. AdjustableSpeed 
Squirrel Cage Induction 
Squirrel Cage Induction 
orD.C. AdjustableSpeed 
D.C. Adjustable Speed 
Squirrel Cage Induction 


iduction 
iduction 
iduction 
uction 
urrel ¢ 
Squirrel ( 
Squirrel Cas 
Squirrel C; 
Squirrel Cage Inc 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel] Cage Induction 
Squirrel Cage Induction 


Woolen Cards 5-15 


Sewing Machines Frac 


Slashers 


Spt d¢ »lers 
Warpers 


Winders 


Finishing (General 


Lumber Industries 


Bolter, Lath 40-50 
Carriage Set Works 5-10 
Compressors, Air 50 
Conveyors 25 


Dust Collectors 
Ed gers 
Fans 


Grinder Saw 
Hogs 
Locomotives 


Log Hauls 


Log Lifts 
Mill, Lath 
Resaw 


Rolls 
Rolls, Live 


Saw, Gang 

Saws, Jump 
Swing-up 

Saws, Rock 

Saw, Shingle Main 

Sizer, Timber 

Slasher 

Stacker 


Table, Sorting 
Transfer Chains 


Trimmer 
Trimmer, Lath 
l nstacker 


Sugar Refining 


Centrifugals 25 
Convevor 
Convevor Cossette 
Elevator 
Granulator 
Melrter, Sugar 
Pumps, Battery 
Supply 


Wound Rotor or 
Squirrel Cage 

Single Phase or Squirrel 
Cage Induction 
Group Driven 

D.C. Constant or 
Adjustable Speed 

Squirrel Cage Induction 

Squirrel Cage or D.C 
Adjustable Speed 

Squirrel Cage Induction 

D.C. Constant or 
Adjustable Speed 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
W ound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
D.C. Variable Speed 

Wound Rotor Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Wound Roror Induction 
Wound Roror Induction 
Squirrel Cage Induction 
Wound Roror Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Wound Roror Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 


Cage 


age lt duction 

rrel Cage Induction 

1 Rotor Induction 
Wound Rotor Induction 


Squirrel Cage Induction 


ve Induction 
aye auction 
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Machine 


Application Required 


Horsepower 


Motor 
Type 


Horsepower 
Required 


Machine 
Application 


Motor 
Type 





Carbonization 10 
Cooling Water 15-2 


Saccharate 25 


Deep Well 10-2 
Vacuum 


Scrolls, Mud 
Stacker Sugar Bag 
Slicers 


Bakery Products 
Convevors 2 
Cutting Machines, 
Cake 
Kneeders 
Mixers 
Molders 
Ovens, Traveling 
Ovens, Reel Type 
Pie Machines 
Proofers, Dry 


Squirrel Cage Induction 

Vertical Squirrel Cage 
Induction 

Squirrel Cage Induction 

Vertical Squirrel Cage 
Induction 

Squirrel Cage & Phase 
Wound Induction 

Squirrel Cage Induction 

Squirrel Cage Induction 

Wound Rotor Induction 

Squirrel Cage Induction 


Squirrel Cage Induction 


Squirrel Cage Induction 
Wound Rotor Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel] Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Canning and Preserving 


Agitators 1-3 
Bottle Washing 

Machinery 14-10 
Conveyors 3-15 
Cookers, Continuous 3-15 


Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Confectionery and Ice Cream 


Calenders 3-30 
Convevors 3 
Crushers 3 
Dryers, Rotary 1 
Extruders 2 
Filling Machines ] 
Freezers ] 
Kneeders 2 
Mixers 2 
Wrapping Machines 1!4 
Special Machinery ] 


> 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Flour and Grist Mills 


Car Pullers 2 
Convevors ] 


Elevators 5 


5 
] ) 
265 


Butter and Cheese 


Butter Machines 
Churns 
Curd Grinders 


) 


2-] 
1-15 
1-3 
Cheese Press 1-10 


Squirrel] Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 


Printing and Publishing 


Cutters 16-714 
Folders 1 3 3 


Squirrel Cage Induction 
Wound Rotor Induction 
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Collating Machines 
Gatherers 

Linotype Machines 1 
Monotype Machines 1 
Presses ] 
Shears 
Stitchers 
Rotary Presses 


1/16-2 
5-150 


Tobacco 


Carton Making 
Machines 
Casing Machines 
Cigar Making 
Machines 
Cigarette Making 
Machines 
Cigarette Packing 
Machines 
Cleaners 
Clipping Machines 
Coolers, Rotary 
Cutters 
Dryers, Rotary 
Glassine Wrapping 
Humidifiers 
Pough Packing 
Machines 
Revenue Stamping 
Machines 
Sorting Machines 
Stemming Machines 
Blending (Mixing 


Steel Making 
Individual! Table Rolls 


Group Driven 


Screwdowns 
Side Guards 


Flying Shear 
Bloom Shear 
Crop Shear 


Convevors 
Blowers 

Air Compressors 
Electric Furnace 


Winch 


Electric Furnace 
Tilting 


Various A.¢ 
Auxiliaries 

Various D.C 
Auxiliaries 

Levellers 


Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Wound Rotor Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
W ound Rotor Induction 


Squirre} Cage Induction 
Squirrel Cage Inductior 


Squirrel Cage Induction 


Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Ir duction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 
Squirrel Cage Induction 

luctio 

uction 


juction 


Squirrel ¢ 
Squirrel ¢ 
Squirrel ¢ 
Squirrel Ci 


F 

In 
Induction 
In 


duction 


A ( Adjustable Fre 
quency of D« Ad 
justable V« ltage 

D.c. or DA Adjust 
able Voltage 

D<¢ or D& Adjust 
able Voltage & 
A urrel ¢ 


a few 


Squirrel Cage Motor 


D« 
D« 


Morors 
Moror Drive 











Record Building Outlays Reveal... 








Type of construction 


First 6 months 


Percent change 





| 6 months (952 
from 
6 months 195! 


June 12 fron 
195! 


oe ae 
| 


déne 1951 
i 





T 


+6) +4 





Private, 
cluding fare 
ng units ee 
Additions and alterations..... 
Rornousekeeping.. 
Ronresidentia dul 
adustrial . evevccces 
Warehouses, office ang loft buildin 
Stores, restaurants and garages 
Other nonresidential building. 
Religious : ‘ 
Educational.......+ 
Wospita! and institution 
Social and recreational 
i sce! laneous 
Fare construction. 


Other public utility 


All other private 


Public, 
Residential 
fonresidertial building 
industrial 
Educationa 
Hospital and institutional 
Other nonresidential building... 
Military and navel.. 








=! -4& 











77 -2 
-1] -10 
+16 
-19 
-3 
+3! 








Construction Is Your Counterweight 


The poor showing made so far this year by the appliance market 


is being balanced by the booming construction market. Outlays 


for new building are 4 per cent ahead of 1951's first half. 


activity 1S boom 
You couldn't 
a better counterweight for lag 
look at the 


195? 


months of | 


N's construction 
ing like never before 
have 
ving consumer lines. Just 
record: The first six 
lays showed a4 
per cent increase over the same period 
tor the 


of nearly $1 


new construction Out 


previous year. A record total 
billion resulted from sub 
stantially larger expenditures for mili 


j 


industrial expansion 1 


tary facilities ind 
public utility construction 

According to a joint report of the 
Building Materials the 
U. S. Department of Commerce and 


the Bureau of Labor Statistics, military 


Div ision of 


projects and defense plant construction 
were continuing to expand in June, 
but a declining trend in private outlays 


for new factories marked the comple 
tion of some important phases of the 
current industrial program 


Moderate 
of construction took place during June, 


expansion of most types 


with new activity totaling almost $3 


hilliors > 
Dillon, ut 


per cent above June 1951. Private out- 


per cent over May and 6 


lays of $1.9 billion in June were about 
the same as a year ago, while public 
construction nearly 


$1.1 billion 


expenditures of 
were 23 per cent larger 


1951 


Second quarter 


than in June 


expenditures for 


new housing were almost as high as 


last year. Almost all of the lower vol 
ume was in the first quarter. The Jan- 
uary-March 1951 period was unusually 


high due to the large number of resi- 


dential units started toward the end of 


1950 outlays for home 


addi- 


tions and alterations, were greater 


However, the 


improvements, in the form of 


Commercial and recreational build 


ing, compared with 1951, were still at 


relatively low levels. Such construction 


activity did pick up in June, partly as 
| of several hundred 


National 


a result of approva 
projects by the 
Authority 


Scho suilding and _ public sower 
School build id bl 


additional 
Product on 
moderately ahead of 
half of 


construction 


facilities were 
for 


Highway 


1951 year 
sub- 


total 


the first the 
showed a 
June and 


the first half 


stantial increase in 
highway expenditures for 
of 1952 were 14 per cent above last 


ycar 
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The Lights Go on at... 


11(1\UR new establishment is designed 

primarily for customer service, 
says Joseph I. Brockman, in describing 
home of the Brockman Elec 
tric Supply Co Florida 
Everyone associated with the company 


the new 
of Sarasota, 


aware of the im- 


Cus 


has been made 


portance of the phrase: “Good 
tomer Service 

The Brockman establishment is care 
fully 


customer in the 


planned to be helpful to the 
selection of merchan 
dise. The warehouse is on the first floor 
directly behind the counter. The com 


pany’s offices and additional warehouse 


' 
space are located on the second floor 


An intercommunication system among 
departments facilitates speedy service 

Brockman also realized the value of 
display and convenience to the cus 
tomer. The chime and post lantern dis 
The wall and 


play is right at the door 


ceiling fans are used both as displays 


and to circulate air in the display room 


Over-the-counter Customers are pro 


vided with stools. Chairs are placed 
in the display rooms, with advertising 
material laid out on a nearby table 
The residential and commercial fix 
ture displays are accentuated by having 
alternate centers 


fixtures located on 


Circuits are arranged to ligh very 
other fixture.. A master panel controls 
(Mr. Brockman is 


above turning on the lights 


he fixtures shown 


Phe 1 floor warehouse 1s ol 


} 


tier design in 14 foot widt 


] | 
where wire, wiring devices, panels and 


other electrical supplies are stored. la 
the case of conduit the vertical stor 
system is used with heavy pipe divide 
separating the different sizes. All 
electrical supplies are identified by 


secutive catalog numbers for re 
erence 


Othces occupy the entire front of the 


second floor. Full length casement win 
dows provide natural lighting through- 
out the daylight hours. The warehouse 
floor is of one 


tier in 4 and 6 foot widths and 


section of the second 
iS usSC d 
for storing lighting fixtures and lamps 
The 


major appliances such as water heaters, 


rear is used for the storage of 


ranges, fans and heaters. These units 
freight ele 


indling. A 


chute ind stairs is 


are situated near large 
vator thereby minimizing 
combination steel 
ilso used to transport 
from the second to the first floor 
The shipping and receiving depart 
men are located in the rear of the 


A lar re 


loading and unloading of 


building back-up aids in fast 


Brockman Electric Supp 
business at all hour At 


| | 
vice controls the lignting 


n the display rooms for 


ve sin 


_.. Brockman’s New House 








_BROCKMAN ELECTRIC SUPPLY Co. 
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aa | 








News 


otes 


From N.A.E.D. 


Hi! 


Bill Pirie, who’s been your NAED 
reporter for the past year, has become 
the co-owner of a weekly newspaper 
in New Hampshire. Since Bill's resig- 
nation from the association, Executive 
Director Pyle has requested me to re 
sume my appearance before you here 
each month 

To all readers of this page let me 
say—'It’s good to be with you again 


BUSY WEEK AHEAD 


The way the fall season is shaping 
up it will be a busy one for NAED 
A series of Committee meetings 1s 
scheduled at headquarters next month 
The Fan and Ventilating Committee 
will meet September 15th, with Chair- 
man J. H. Bragg, Florida Electric Sup- 
ply, Inc., Tampa, presiding. Manufac- 


turers will join the committee at 


luncheon and for the afternoon ses- 
sion 

Chairmen of NAED’s committees 
in the Apparatus and Supply and the 
Appliance Divisions will meet next 
month also. Programs for all commit- 
tees will be discussed and coordinated 


and a schedule of meeting dates ar- 


ranged. Complete announcements of 
these programs and related details will 


be issued to the entire membership 


NEW EXECUTIVE COMMITTEE 
TO MEET 


The first meeting of the Executive 
last June's 


held at 
President 


Committee, as elected at 
NAED Convention, will be 
Headquarters next month 
George F. Hessler, Graybar Electric 
Co., Inc., New York, will preside. The 
entire day will be devoted to a full 
agenda of subjects important to the 
association and the industry 


PACIFIC ZONE MEETING 


Members of the 
NAED, will convene at 


Pacific Zone, 
Coronado, 


By Alfred Byers 


Executive Secretary 
National Association of Electrical Distributors 


California, October 6-8, 1952. Accord- 
ing to reports from R. A. Balzari, 
Pacific Zone secretary, plans are well 
organized for this stellar event. Pacific 
Zone Chairman, Nelson R. Thomas, 
Thomas Distributing Co., Los Angeles, 
looks for a record attendance 
promises a program of well known in- 
dustry leaders who will discuss topics 
and 


and 


ot great interest to distributors 
manufacturers. 

Executive Director Pyle will attend 
the meeting, representing the national 
headquarters. On the way he will stop 
at French Lick Springs, Ind., for the 
annual meeting of the Lake Michigan 
Club. Incidentally, the program chair- 
Lake Michigan Club 
meeting this year is Titus B. Schmid, 
president, Crescent Supply 
Co., Dubuque, lowa, and a member of 
NAED’s Board of Governors, and 
Executive Committee. NAED Presi- 
dent George F. Hessler will also repre- 


man for the 


Electric 


sent the association at the Lake Michi 
gan Club conclave. 


WASHINGTON ACTIVITIES 


President Hessler and Executive Di- 
rector Pyle were busily engaged at 
Washington last month in connection 
with an important industry problem 
They represented the association in 
the effort to correct the situation 
brought about by the 4.25 


pound copper price increase. In au- 


cent per 
thorizing wire mills to increase their 
price by the amount, OPS made no 
provision in CPR-110 for the mills to 
pass along that increase with any ad 
dition for distributor's services. 
Moreover, the effect of CPR-110, in 
this respect, was to deny to distribu- 
tors their historic margins or mark-ups 
(in effect during the base period) as 
authorized by the Herlong amendment 
to CPR-67, the OPS regulation under 
which distributors are operating. The 
efforts of Messrs. Hessler and Pyle 
were directed to bringing about a 


needed solution to this urgent prob- 
lem. They presented the facts to OPS 
officials, illustrating the dilemma in 
which the industry finds itself, and the 
OPS to 
amendments to regulations 

Washington 


need for issue correcting 

As this is written, the 
conference with OPS officials has just 
occurred. There has not been time for 
OPS to 
lease any official corrective 
Mr. Pyle reports that the OPS officials 


announce ifs reaction ofr re- 


However, 
were receptive to the views oftered 
and he is optimistic about the early 
amendments 


release of the necessary 


to correct this situation about which 
so many distributors have been con- 
fused. The many complaints and sug- 
gestions received from NAED mem- 
bers were useful in supplementing the 
presentation made at Washington by 
these two energetic NAED officers 


FAIR TRADE LAW 
HR-5767, 1 


amending the 
Trade Act 
into law by President Truman on July 
14, 1952 called Fair 


after the 


Federal 
Commission was signed 
Thus, the s 


Trade Law is re-activated 
Supreme Court severely crippled it in 
To a 


electrical 


its famous decision of last year 


great many distributors of 


appliances, this was welcome news 
You will recall that at the 44th An- 
nual NAED Convention at Atlantic 
City in June, Mr. B. A. Graham, Sun- 
beam’s president, delivered a masterful 
A Dis- 
Pre- 


address, under the heading, 


cussion of Fair Trade Problems 
viously, the convention adopted a reso- 
lution endorsing fair trade legislation 
distribution is 


because by it, “sound 


through the 


distributors 


continued 
small 


necessarily 
thousands of and 
dealers who are so essential to the eco- 
nomical servicing of the buying pub- 
lic.” 

In addition to transmitting this reso 
lution to Washington officials, NAED 

(Continued on page 95) 
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D.P.A. NEWS DIGEST 


NPA Amends M-82, M-86 


e Amendment to M-82 provides increase in inventories 


of brass mill products. 


e@ Under M-86 amended, distributors may order 150 per 
cent of previous month's sales in copper wire mill products 


until inventory limits are reached. 


brass and 


PPSTRIBUTORS of mill 

copper wire mill products now are 
able to re-establish their inventories 
on a progressive basis until their his- 
torical inventories during the base pe- 
riod are reached, under amendments to 
Orders M-82 and M-86 issued by the 
National Authority, De- 
partment of Commerce 

NPA pointed out, however, that dis 


tributors will not be permitted, by 


Production 


these amendments, to exceed their base 
period limitations as set 
forth in their respective orders 


e Primary purpose of these amend- 


inventory 


ments is to permit distributors, whose 
been low, to build 


up to their historical positions in the 


inventories have 


industry and to assure equitable 
distribution of copper controlled ma 
terials to distributors 

NPA explained that with the termi 
the Chilean copper 


ment and the consequent change in the 


nation of agree- 
method of allocating refined copper, 
it is anticipated there will be an en 
NPA 
it is highly desirable that distributors 
mill mill 


products strengthen their inventories 


larged supply. Therefore, said, 


of brass and copper wire 
and resume their normal functions. At 
the same time, this action will reduce 
the number of small orders at the mill 
level which normally are handled by 
distributors 

e NPA said it expects an incentive 
to be created on the part of mills to 
take up their allocations of foreign 
copper and thereby sustain an enlarged 
flow of refined copper to this country 

In addition to benefiting all of the 
distributors of brass mill and copper 
wire mill products, the customers of 
these distributors also will benefit by 
having inventories of controlled mate- 
rials in their areas for immediate use, 
NPA pointed out. This is beneficial to 
small business especially 
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e Specifically, the amendment to 
Order M-82 


brass mill products to place orders wit! 


permits distributors of 
brass mills for a quantity of materials 
by weight equal to 15 per cent of the 
difference between their average 
monthly inventories by weight during 
the base period and their inventories 
T his 


at the end of a month 


re presents an increase over the tormer 


given 


provision in the order which set 


limitation of 5 per cent of the differ 
ence as described above. NPA pointed 
out that the involved are 
over and above the 100 per cent re 


placement of sales during a 


quantities 


Riven 


month 


e The amendment to Order M-86 
permits distributors of copper wire mill 
products to place orders each month 
with wire mills in an amount equal to 
150 per cent of their previous month's 
their limitations 


sales until inventory 


are reached. It eliminates Section 4 


a) in the order which, previously, 
permitted distributérs to obtain a quan 
tity of copper wire mill products equal 
to 25 per cent of their shipments of 


mill products during the 


wire base 
period, because NPA explained that 
all of the distributors who wanted to 
take advantage of this provision al 
ready had done SO. 
Additional information iy be ob 


tained from Commerce Department 


field offices 


NAED Seeks Adjustment 
In New Copper Prices 


Immediately following the an 
nouncement by OPA that the Manu 
110 had 


been amended, the National Associa 


facturers Pricing Order No 


tion of Electrical Distributors register 
ed a letter of protest for distributors 

The letter was followed by a visit 
with OPS officials by the association's 


Hessler and Ex 
ecutive Director Charles G. Pyle. They 
asked the OPS Wire Mill Price Section 
to amend the Manufacturers Pricing 
Order, No Amendment No. | 
sO as tO permit manufacturers to issue 


president, George I 


110 
new list price sheets showing new list 
prices with the 4.25 cent per pound 
price increase added, plus the distrib 
utor’s historical margin. OPS took this 
under advisement. It was explained to 
OPS that the legal counsel of most of 
the wire mill manufacturers said they 


could not issue new list price s 
on this basis, unless they had 
ity from OPS 

In the meantime 
plus the Herlong Amendment t 
Act of 195 


Amendments 


Production 
DPA 
(Section 402 paragr ph K 
distributor can add his historic n 
opper 


figure as if he 


Defense 
amended by 
1951 
to the new price and 
the same 
price sheet of the manufacturer 

The OPS officials 


permissibility ot 


acknowledge 
this procedure 


CPR- ind the 
Herlong amendment. Prior to the 


distributors under 
pres- 
entation of the facts, by Messrs. Hessler 
and Pyle, OPS had indicated that the 
distributor could not add to the 4.25 


cents per point increase 


OPS Clarifies Price Lists 


Resellers of n 


manufactured goods have 


and related 


been author- 


ichinery 
ized to use manufacturers’ published 
price lists which have been 


by OPS 


margins established by 


pproved 

even thougl 

are not identical t 

June 24, 1950 
This 

Supplementary Regulation 


authorization i 


ing Price Regulation 6 


ettect 


5 1952 
CPR 67 


manufacturers 


does not permit the use or 
published price lists 


where the discounts are not identical 


to those effect on June ; 
The new action, however, permits 


of these price lists if the reseller 


ceives notification from the manutac 
turer that the price lists have been ap 
proved by OPS 
Manufacturers OPS 
under the new supplementary regula 
tion for approval of revised price lists 


(Continued on page 95) 


may 


af ply to 








NEWS OF THE INDUSTRY 


. ° St against Sunbeam for allegedly 
Fair Trade Contracts Again In Force uiniag sitarieae ie 
cott retailers who sold below stipulated 

prices will be dropped. However, 

because of horizontal price fhxing 

@ Price fixing authority of Fair Trade laws is restored diate install in thee Mien 

in McGuire-Keogh Act Robbins suit, there is a pretty good 


chance that it will not be dropped 


e Department of Justice studying effects; future test ae. Wieniieese ok Tablas adele 
. . . . . . : idea ns std — 
cases will clarify jurisdiction Continued on page 9%) 


EASINGTON Fair Trade con 

tracts guaranteeing retail price 
maintenance on brand name merchan 
dise are binding again. The McGuire 
Keogh Act, recently signed by Presi- 
dent Truman, specifically makes retail 
price maintenance contracts between a 
manufacturer and any retailer in a 
state binding on all retailers in the 
state, whether they are a party to the 
contract or not. The price fixing au 
thority of 45 states had been wiped 
out on May 21, 1951 by a United 





States Supreme Court ruling that non 
signers were not bound by a contract 

This ts the kind of law the Fair 
Trade lobby has been trying to get on 
the books ever since the Supreme 
Court decided in the Schwegmann case 
that the Miller-Tydings amendment to 
the Sherman Act did not make these 
vertical contracts binding on non- 
signers. It was a relatively easy, but McGRAW AWARD medal! is presented to | 
uphill, fight for the lobby, fronted by bution gy sigan ; y var ts ; aia nec 

t 1 v isier vice re iden in cnarge < 4 > ign de® 

the National Association of Retail ee ie eg neve League oth , nau lenite tell W 
Drugyists and representative appliance McGraw, president, McGraw-Hill Publishing t v Jew York: and the 
retailers, distillers, hardware, jewelry, James H. McGraw Award recipient, Joseph S manager of cor 
mer- mercial sales, Duquesne Light C Pittst 





tobacco and other brand name 
chandisers 
The bill was pushed through both 
House and Senate by large votes after 
the lobby had been castigated on the 
floor of both houses for its pressure fe. & 8 
tactics. The bill was opposed by union American €lectric Company 
labor, farm and consumer groups and 
the Federal Trade Commission and the 
Anti-Trust Division, Justice Dept 


e Lawsuits to Follow—Now that 








the act is on the books, a wave of law 





suits is expected to follow. Shoppers 

will be watching for sales below the 

fair traded price and violators can look 

for suits if caught. The Department of NEW BRANCH of the Americar 
Justice is studying the effect of the hita, Kans., has been estat 


new law on suits now pending against y in the J. Donald Aker 
, Wayne D. Thornburgh 


retailers, wholesalers and manufactur 
> new facility, whict 


ers charged with conspiring to fix 


prices There its a fair chance that the 
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ADVERTISEMENT 


features of the most 
attractive items 
in the 
Monowatt Line 


..is geared to a complete sales 
program for electrical supplies. 
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YOUR CUSTOMERS CAN GET THESE 
MERCHANDISING AIDS 
DIRECT FROM MONOWATT, AT NO COST Y 


fie Kayal Fbishe the bell ‘ 
Sling Combunttlin iden: eS . 


Take a look at the whole hand. 


A Your top card is the simple fact that the 
electrical dealers you now serve are a 
major outlet for products of this type. 
Mainly they've just grown into this posi- 

tion by stocking “supply” items. Now—in addi- 

tion to “supply” items—sell them “merchandise” 
items with real promotion behind them. You 


and your dealers will increase sales on the 


entire line. Here is a real opportunity for cre- 1. Reprint of POST advertisement 
ative selling... eal opportunity for increased e 7 
= iia iam iis 2. Store-selling Window Streamer 


sales volume. 


K Monowatt gives you a line that is a 
“natural” for retail selling. Every item 
is wanted. The line is Sales-Rated to 
help your customers decide what to 


buy and how much to stock. 


0 New products like these featured in the 
POST advertisement are constantly being 


developed to help you increase sales. 





Moreover, these items attract attention 





to the whole electrical supplies counter. 





Smart, striking packages make the whole 
counter look better . .. do a big part 


of the selling job. 


Regular advertising ... again and again 


and again . . . is the final touch in =. Counter Cards 


making this the most desirable line to 


the industry. 4. Newspaper Mats 


Wiewth how to play 


«... Make the Monowatt program an important part-of your Fall sales 
activities. Your Monowatt representative has a complete program 


for you. Or perhaps you'll want to write now for details. 
THEN— put on a drive to get those desirable new accounts. 
.... Give special emphasis to the Monowatt line with your regular 
dealers. Help them this Fall to sell more wiring devices, cord sets 
and electrical specialties than ever before. 
MONOWATT, A DEPARTMENT OF GENERAL ELECTRIC COMPANY 
95 Hathaway St., Providence 7, R. |. 





NEW PRODUCTS 


STEAM OR DRY IRON 


Hoover Co., North Canton, Ohio 

Electric steam or dry iron has a safety 
set dial easily controlled by fingertip 
x thumb. Steam shuts off automat- 
ically when iron is placed on its heel 
No safety valve is necessary because 
water chamber is always open. A large 
filler spout just below the steam switch 
in the front of the handle makes for 
convenient filling and easy emptying 
Grooves in the face of the die cast alu- 
minum soleplate give an even distribu 


tion of steam 





DOOR CHIME 





Rittenhouse Co., Inc., Honeoye 
Falls, New York 

New design door chime sounds two- 
notes for the front door, a single note 
for the rear. Chime operates on a 
standard 10 vole bell transformer or a 
16 volt chime transformer. Overall 
size: height 8 inches; width 7 inches; 
depth 214 inches. Housing made of 
hand surfaced plastic with molded-in 
color. Tube finish is made 


quered, brushed brass. 


of lac- 
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TABLE RADIO 
Mitchell Mfg. Co., Chicago, Illinois 





New table radio is contained in a plas 
tic case in red, white or green finish 
Station selection dials are mounted on 
side of the Reception on AM 
band from 540 to 1600 kilocycles. An 
tenna is built in. The four tube 
110-120 volt, 50-60 cycle 


a.c. or 110 volt dc 


case 


unit 
operates on 
Size of unit is 9! 


inches wide, 614 inches high and 5% 


inches deep 


PRESSURE TOOL 


Buchanan Electrical Products Corp., 
Hillside, New Jersey 





Hand operated pressure tool installs 
splice caps and terminal lugs on all 
wire sizes from No. 16 to No. 8. Tool 
crimping action 
and is effective on solid or stranded or 


features a four-way 
on combinations of solid and stranded 


wires. Tool weighs one pound, is 8 
inches in length and its handles are 


protected with vinyl tubing 


Be Oe 
Bar-Brook Mfg. Co., Inc., 6135 Lin- 
wood Ave., Shreveport, Louisiana 


Attic fans are built to operate either 
vertically or horizontally and come in 
six graduated sizes, from 30 to 54 


capacities 
Sealed ball 


Heavy 


with air delivery 
5.000 to 20.000 ctm 


inches 
from 
bearing are lubricated for life 
duty motor mounts have overload pro 
tection and are rubber cushion mount 
ed. Manufacturer claims V-flat drive 
V-bele life 


pulley trebles and elimi 


nates belt noise 


sy¥yyyyyy 
PY ENE WM RM YY 


eee@ 





PORTABLE ELECTRIC HEATER. 
Titan Mfg. Co., Inc., 701 Seneca 
St., Buffalo 10, N. Y. 

New portable electric heater features a 
which is 
itself. 


thermostatic control unit 
housed outside the heater case 
A single switch turns on the heating 
element and starts the motor driven 
fan. Thermostat turns the fan and 
heating element on or off as the tem- 


New 


1350 and 1600 watt models, with spe- 


perature varies heaters come in 


cial heaters designed for farm use 


FLUORESCENT FIXTURE 


Day-Brite Lighting, Inc., 5411 Bul- 
wer Ave., St. Louis 7, Missouri. 
All-purpose industrial fixtures are de 


signed with apertured reflectors for 
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an upward component of light. Manu 
that 10 per 
ward light and 90 per cent downward 


facturer claims cent up 
light minimizes the lighting problems 


always present with solid reflectors 


One piece reflector is finished in whit« 


Lamps are located 


porcelain enamel 
under channel and all units have tur 


rel sockets 


THINWALL CONNECTOR 


Midwest Electric Manufacturing 
Co., 1639 W. Walnut St., Chicago 
12, Hl. 


Redesigned thinwall connector with 
’S per cent more thread to accommo 
date 114, 12, and 
Design change complies with 
N. EB. ¢ requiring 
ground conductors of No 


entering raceways in junction or pull 


sizes 1, inches 
1951 
revision under 


1 or larger 


boxes, cabinets and auxiliary gutters, to 
be protected by a substantial bushing 
providing a smoothly rounded insulat 


ing surface 


INDUSTRIAL FAN 


Chelsea Fan & Blower Co., 
Plainfield, New Jersey 


Inc., 


Portable, heavy duty, high velocity ait 
mover is for shipboard use, foundries, 
kilns pipe 
Totally enclosed 


, 
direct drive 


bending 
ball 


Cast aluminum, non-over 


and operations 


bearing motor, 


loading airfoil propeller. Heavy mesh 
wire guards at both ends. Will operate 
with flexible canvas tubing and where 
static pressure is encountered. Sizes 18 
to 42 inches, 6600 to 34,000 cfm 


90 


SAFETY SWITCH 


Federal Electric Products Co., 50 
Paris St., Newark 5, N. J. 


New line of 
200 amps 


industrial switches oper 


ates up & Positive inter 


ruption assured by operating cross bar 
blades. Three 


beneath — the position 


front operated handle has accommoda 


wWd1OCKS. Wulhers 
padlock fulfl 
Safety 


tions for mini- 


mize arcing switch also has 


unit pole block construction. Front op 


eration permits close ganging 








\ 


\~_— 


INFRA-RED BROILER AND GRILL 
Nesco, Inc., 201 N. Michigan Ave., 
Chicago 1, Il. 


infra-red, 


A tamily 


open-front 


size combination 


broiler with a two unit 


cooking surface. Heavy cast aluminum 
pan can also be used as a skillet on the 
cooking surface. Unit operates on a 
j 


cora 


] 


or d.c., 110 
ed. Applia 


nd has four 


120 volts sets includ- 


nce boils, cooks, fries, broils 


broiling heat levels 


SWITCH BOX SUPPORT__ _-___ 
M. B. Austin Co., Northbrook, III. 


Switch or receptacle box may be 


in a horizontal position by 


means of two snap-on mounting clips 
with embossed nubs that hold to ears 


firmly. Two straight 18 or 25 inch 


formed type galvanized hangers com 


plete the set. Box can be mounted at 


any distance between joists or at any 


height between ceiling or floor and 


can also be adjusted in or out for 


flush mounting 


FLUORESCENT BALLAST 


Advance Transformer Co., 1122 W. 
Catalpa Ave., Chicago 40, Ill. 


Fluorescent ballast operates a two- 


lamp circline fixture with parallel type 
circuit. Lighting a watt lamp and a 
32 watt lamp, manufacturer claims it 
assures continuous lighting even 
fail 


inches 


though either lamp may Size 


678 inches long, 272 wide, 
s inches high with mounting cen 
ters ¢ 


ly 3% 


inches. Weight approximate 


“ ds per ballast 
I und I I ‘ 


AUTOMATIC COFFEE MAKER 


Arvin Industries, Columbus, In- 


diana 


itor will brew as few 


tic perc li. 
{ 5l5 


1 aS many as nine 
Coffee begins to perk in 
ite under full load. Coffee 

on 110/120 volts, 60 
irrent, draws 500 watts and 


Detachable cord is 


xOuNnCS 


inches long. Unit is con 


of corrosion-resist- 
plated brass 


a sheet 


j 


and chrome 


tic handle 
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e «+ PRESS ON THE CAP, 


Offices of Richfield Oil Co., Los Angeles. NE 888 and 333 Metal Molding runs along ceiling 
ond pillar at right. Left, NE Surfaceduct. Along the floor, NE 71!-A Florduct 





NATIONAL ELECTRIC 2aceways 
wor This nace te a wilh. 


TRICKY WIRING PROBLEM ...LIMITED TIME 


Richfield Oil had to contend with a tricky wiring 
problem—and limited time—when it leased a Los 
Angeles garage for temporary offices. There was no 
provision for light and telephone lines—and the 
reinforced concrete construction of the building 
made installation of hidden systems prohibitive. 


A NEAT JOB... . FAST! 


Yet the problem was solved fast, easily, neatly . «+ 
with interconnectable NE surface raceways. In some 
places the contractor used Surfaceduct along ceilings 
and down pillars; in other places two sizes of Metal 


And NE Florduct solved the 
problem of across-the-floor wiring to desks. 

Final result was a smart, good-looking office— 
with adequate light, power and telephone facilities, 
Yet the entire job was finished well within the time 


Molding were used. 


deadline at a reasonable cost. 


SEE YOUR ELECTRICAL WHOLESALER! 


Whenever you have a rewiring problem in office or 
factory, insist on National Electric Surface Raceways. 
They're neat and easy to install, with bwi/t-in provi- 
sion for fast relocation of wiring as needs change. 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA, 
Sold through leading electrical wholesalers everywhere. 
3 Piants—6 Warehouses—42 Sales Offices 


August, 1952—ELECTRICAL WHOLESALING 








NEW PRODUCTS (cont.) 


CIRCUIT BREAKER—New miniature branch circuit breaker can be 


installed like a fuse in any standard Edison base fuseholder delivering 


110-125 volt a.c. service. It requires no additional equipment and no 


rewiring when applied as a direct replacement on existing fuse-protected 
circuits of corresponding 15, 20 and 30 ampere ratings. It is a thermally 


actuated circuit breaker consisting of 25 precision built parts self- 
enclosed within an insulating case. The new breaker is manufactured 


by Mechanical Products Inc., 


=—=NEW 


Circuit Breaker—Is designed prima 
fily for the protection of three wire 
lighting systems but can be used for 
two. Rated at 125 volt a.c. or d.c.; trip 
ratings from 10 to 5O amps. Trumbull 
Electric Dept., General Electric Co., 
Plainville, Conn 


Mercury Lamps—1000 watt fluores- 
cent mercury lamps are for use in 
large manufacturing areas where they 
can be mounted to heights of 25 feet 
Protected by fixtures, the 
lamps may be used for outdoor flood- 
lighting. Westinghouse Electric Corp., 
Lamp Division, Bloomfield, N. J 


or more 


Installation Tools — Crimping tools 
come in portable and bench types. The 
tools handle from No to 500,000 
GM stranded building wire and from 
No. 4 to 4/0 flexible welding cable 
F. M 2022 Oakland 
Ave., Piedmont 11, California. 


Anthony Co., 


Lamps—Newly designed lamps are 
for industrial and outdoor lighting 
Lamps are for use in working areas 
where mounting height is a problem 
and in gasoline stations and yardlight- 
ing. Duro-Test Corp., North Bergen, 
N. J 
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PRODUCT 


1824 River St., Jackson, Michigan 





BRIEFS 


Incandescent Lights—Recessed lights 
for wet or moisture-laden 
are styled for 60 or 100 watt I. F. lamp 


locations 


Face trim and housing are of aluminum 
with contoured white ceramic glass 
The Art Metal Company, Cleveland 3, 
Ohio 


Push Thru Socket—Mechanical op- 
eration of push thru socket has been 
improved by the inclusion of an all 
bakelite body interior. Socket con- 
structed without screws, has brass shell 
with 1g inch cap and is rated at 660 
watts-250 volts. Eagle Electric Mfg 


Co., Inc., Long Island City, N. Y 


Electric Clock—Electric kitchen and 
alarm clocks are enclosed in plastic 
cases. The company states that the 
clocks are styled to meet preferences 
determined in special consumer sur- 
veys. General Electric Co., Bridgeport, 
Conn 


Toggle Switches — Small toggle 
switches designed primarily for air- 
craft use also have industrial applica- 
tions. Can be employed where precise 
switching components must be located 
in small spaces. Minneapolis-Honey- 
well Regulator Co., Freeport, Ill 


THIS AD 


THIS MONTH 


The 
THOMAS & BETTS}CO. 


Incorporated 
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ONE Screw Holds 
BOTH Cable and Cap... 


and cuts your installed costs when you use 
#321...90° T&B Tite-Bite Connectors* 


Slip off cop & insert cable 
Slip cap on & tighten screw 
... that’s alll! 


Think of the time and money this 

new #321 Tite-Bite Connector will save 
on your wiring jobs. Only one screw! 
Twist ... it’s open—twist . . . it’s 
closed—-tight! Because this one 
single-turn screw holds both cap 

and cable, you do a faster, 

neater job every time. 


“Tite-Bite’”’ comes as a 
single unit . . . no loose parts 
to drop. Patented hook con- 
struction, case-hardened steel 
locknut and double thick 
bushing give you safe, sure, 
trouble-free installation 
every time... for all time! 
So insist on #321 Tite-Bite 
Connectors—the new one- 
screw connector that 

cuts your installed costs 
lower than ever before. 


ENGINEERED RIGHT... 

DISTRIBUTED RIGHT! - .— 

Tite-Bite Connectors are typical of the many 

T & B quality fittings recently re-designed to give ie TB 
you outstanding performance at lowest installed “mummem —NGINEERED 
costs. Like all T & B fittings, they’re furnished ee 

under the T & B Plan 100% through your local 

T & B distributor. 


* patented 


Remember, you always cut your installed costs by using T & B fittings . . . and by securing them 
through your local T & B distributor. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street, 
Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1899 
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BE 
CERTAIN 











BRANDED! 


BRANDED JACKETS! 

No mistake... You know you 
are getting Certified. You read 
at a glance cable type, size, 
voltage, “PI16BM". . . which 
indicates approval by the Penn- 
sylvania Bureau of Mines, and 
acceptance for listing by the 
U.S. Bureau of Mines. Easy to 
measure ..."Bronco’’ is repeated 
every 2 feet. 








x ok WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 


With Bronco 60 Certified you 
know you are getting a full 60% 
by weight of Neoprene in your 
cable’s protecting jacket because 
its contents are certified. 


More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
sistant to oil, acids, alkalis, ozone, 
gasoline, salt water. 


In addition, with Bronco 60 Cert- 
ified you get: 1. Cold Rubber 
Insulation. 2. Branded Jackets. 
3. Superior Flexibility. 


So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 


COPPER ROASTER-OVEN 


Nesco Inc., 201 N. Michigan Ave., 
Chicago 1, IIl. 


Copper electric roaster-oven is con- 
trolled by an automatic thermostat on 
front of unit. Temperature ranges from 
150 to 500 degrees F. Built in pilot 
light glows as a warning whenever con- 
trol is moved to an “on” position. Unit 
may be left connected when not in use. 
Heavy Fiberglas brand insulation is 
located between outside copper and 
inner unit. Roaster-ovens 
4 and 6 quart sizes. 


cooking 


come in 23 


OPEN HANDLE STEAM IRON 


Westinghouse Electric Corp., Mans- 
field, Ohio 


An extra large base of 30 square 
inches and 15 vent holes that provide 

path of distributed 
are features of a new open 
handle steam Steam shuts off 
when iron is rolled back on its heel 
It will hold 614 ounces of water, 
ample for 30 minutes of ironing. Iron 
has a permanently attached seven foot 
cord and a 1,000 wart, 115-volt a.c 
heating element 


a wide evenly 
steam 


iron 


rest 


Push Button Switch — Compact, 
weather and oil-proof electric switch, 
weighs an ounce. No sliding joints re- 
quired. The small movement needed 
to operate subminiature snap-acting 
switch is provided by resilience of the 
Micro Switch Division of Min 
Regulator Co, 


seal 
neapolis-Honeywell 
Freeport, Ill 
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News Notes from NAED 
(Continued from page 82) 





kept its members informed of devel 
opments as this legislation was being 
considered in the Congress. Members 


j 


] 
were also asked tO ad 


vise their legisla 
tors of their views which many did 

Many segments of the nation’s in 
dustry, trade and commerce actively 
participated in the controversy oves 
this legislatic n. NAED did its part 
its Board of Governors direct ed 

Fair Trade” is here again irre 
spective of whose efforts might have 
been most responsible. It is to be 
hoped that it will be the means 
more and better business for NAED 
members and their dealers; and of 
greater satisfaction and benefit to the 
millions of American customers whem 
this legislation is equally designed ¢ 


protect and serve 


HOUSEWARES GIFT CAMPAIGN 


Is your sales force busy on it? They 
should be! NAED is urging fullest co 
operation by its members with th 
campaign so expertly devised by th 
NEMA Electric Housewares Section 
They put on a wonderful demonstra 
tion at the NAED Goaenaien in 
June to emphasize the tremendot 
benefits to distributors and dealer 
who participate 

Sam Fingrutd, Everybody's Supply 
Co., Philadelphia, the dynamic chair 
man of NAED’s Electric Housewares 
Committee, is a staunch advocate of 
the campaign. His own activity in the 
Quaker City is one of the most out 
standing in the country. Mr. Fingrutd 
from personal experience, enthusias 
tically commends the campaign as 
real business builder. His committee 
cooperating with the NEMA sect 
and is convinced that distribut 
everywhere should actively begin m 
to enlist dealers for the great gift 
ing months just ahead 

NAED or NEMA will provide 
with the full particulars upon 


request 





D.P.A. News Digest 
(Continued from page 83) 





and generally speaking, these price 
lists will be approved if it is shown 
that resellers’ average margins will be 
approximately the same as before 
issuance of the revised price list 

SR 2 is designed to facilitate pricing 


under CPR 67 by permitting resellers 
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PROVE JEFFERSON 


eit of 04 


FOR MERCURY LAMP OPERATION 


Make Your Own Comparison — » 


Check the FACTS—Only 
Jefferson has all the Vital Features 


Nine major design and construction features 
vital to top-flight transformer service, economy, 
and ideal lamp operation are listed below. 
Modern up-to-date Jefferson Transformers in- 
Jefferson Transformers are 
corporate every one of these features to give quickly converted to pole-top 


you unmatched value in every detail. units by adding Jefferson 
patented universal adaptors 





JEFFERSON Transformer | Transformer 


THE NINE MAJOR FEATURES | jp, uccopmers A B 








rt Press-fit riveted core 








Leads stapled to core for positive 
strain relief 


Full sub-panel for rigid core and 
coil mounting with stamped lead 
designation 


Hot-dipped galvanizing on all out- 
door types 





Deep Drawn cases on all outdoor 
types 


Solidly welded mounting bracket 
with locking holes plus key slot 


Universal Pole- Top " Adapter for 
O 2-4 O.D. Poles (a stock reduc- 

ing feature) 
“Dura-Gray" harmonizing finish 
for modern, attractive installations 

















For complete details and data on 

both outdoor and indoor type JEFFERSON ELECTRIC COMPANY 
Jefferson Mercury Lamp Trans- Satiesed, Windie 
formers, write for 16-page illus- 

trated Bulletin 521-5. A copy is 

yours on request. 


JEFFERSON (G9 TRANSFORMERS 











Why Good Electricians Choose 


ed xo 


4P Geared Pipe Threader 


RIGID TOOLS make good workers better 
be 
r 


re 


x 


L 


No. 4P, 22" to 4” Conduit 


A fast seller because it’s 
extra easy to carry and put on conduit 


‘ 

Balanced loop handles—easy to swing 4P where you 
want it. 
Mistake-proof workholder sets to size before put on 
conduit—only one set screw. 
Practically no upkeep—drive pinion in oilless bronze 
bearing; safe enclosed gear. 
4 sets of 5 high-speed steel dies for 2'2", 3", 31%", 4” 
conduit. Ratchet handle; Ritatt Universal Drive 
Shaft available. 

* It pays you to stock and sell this popular RI@aAID. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





A [A 


Work-Saver Pipe Teosls 
a ae 


ne 
< 


ee 
al 





to use their historical practice of es- 
tablishing resale prices on the basis of 
manufacturers’ published price lists 
even though minor changes have been 
made in the price lists which do not 
affect the reseller’s over-all realization 
or margin 

Concurrently, OPS has issued 
Amendment 33 to CPR 30, covering 
manufacturers of machinery and re- 
lated manufactured goods, which per- 
mits these manufacturers to apply to 
OPS for approval of published list 
prices where the manufacturer was in 
the process of revising his list prices 
before June 25, 1950, and actually put 
such revised list prices and discounts 
into effect before January 25, 1951. 
Also, OPS has issued Amendment 8 to 
CPR 67, which permits resellers to 
use manufacturers’ published list pric- 
es approved by OPS under Amendment 
30 to CPR 30. Both of these amend- 
ments are effective June 25, 1952 

Manufacturer's applications for OPS 
approval of revised published list prices 
and discounts must be filed with the 
Industrial Materials and Manufactured 
Goods Division, OPS, Washington 25, 
D.C. Such revised list prices and dis- 
counts may not be used or put into 
effect until written approval has been 
given by OPS 


(Continued from page 84) 

not drop its suit against a group of 
Pittsburgh wholesale-retail druggists 
charged with conspiring to fix prices, 
This is a criminal indictment, while 
the first two are not 
e Mail Order Price Cutters — The 
enactment of the McGuire-Keogh bill 
is likely to be followed by a number 
of test cases to Clarify its jurisdiction 
There is considerable question as to 
whether the law closes the so-called 
“Wentling Loophole,” that permitted 
mail order selling of branded mer- 
chandise below fixed prices between 
non-fair trade and any of the 45 fair 
trade states. John W. Anderson, presi- 
dent of the American Fair Trade 
Council, which represents approxi- 
mately 2000 manufacturers, announced 
that the council will fight for legisla- 
tion curbing mail order price cutters 
of fair traded products. A council 
sponsored amendment would deal 
specifically with mail order price Cut- 
ters who are not covered by the new 
act 

Another question to be settled is 
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the constitutionality of the McGuire 
Act. In the floor debate Senator Paul 
Douglas, Democrat from Illinois, said 
that he very much doubted the consti 
tutionality of the non-signer clause 
binding a third party to a contract to 
which he is not a part. 

Meantime, merchandisers are ex- 
pected to take advantage of markups 


on branded merchandise that is in de- 
} 


mand. In hearings on the bill, it was | 


estimated that consumers will pay a 
billion more a year for trade marked 


goods as a result of the enactment 


J. S. Schuchert Receives 
McGraw Award Medal 
NEW YORK—Joseph S. Schucherr, 


manager of the commercial sales de- 
partment of the Duquesne Light Com- 
pany, Pittsburgh, received the Medal 
for Cooperation, James H. McGraw 
Award for Electrical Men, at a dinner 
held in his honor and sponsored by 
the Electric League of Western Penn 
sylvania 

Mr. Schuchert received the Award 
in recognition of his constructive con 
tribution to the advancement of co 
operation in the electrical industry 
through his dynamic leadership in 
initiating and developing the nation- 
wide Planned Lighting Program. 

The citation accompanying — the 
award points up the fact that the 
Pianned Lighting program carried out 
by Mr. Schuchert’s own company and 
under his direction proved a model 
for the industry. Through outstanding 
committee work, speeches and articles 
he enlisted the support of all phases 
of the electrical industry for the con 
structive development of commercial 
lighting 

The McGraw Award was establish 
ed 26 years ago by the late James H 
McGraw, founder of the McGraw-Hill 
Publishing Company, Inc., to encour 
age constructive thinking for the ad 
vancement of the electrical industry 
These awards, four in all, consist of a 
bronze medal and a one hundred dol 
lar purse and are given for achieve- 
ments in the manufacturing, contract- 
ing and distribution branches of the 
industry and for cooperation within 
the industry 

The panel of judges consisted of 
Herbert Metz, Graybar Electric Co.; § 
R. Naysmith, The Miller Co.; H. ¢ 
Thuerk, New Jersey Power and Light 
Co.; and Edward J. White, Edward J 
White Co. 
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Sell the FULL 

K LINE 
and watch your 
PROFITS JUMP! 


Sure, there are big profits for you in IDEAL — even if you 








only sold a few of the scores of items in the line. But you 
strike the real profit bonanza when you sell the full line... 
It’s BIG and its market is BIG — just about as broad as in- 
dustry! Profit margins are liberal. It’s the nationally adver- 
tised line; year-in-year-out IDEAL helps spot prospects for you 
through advertising in leading industrial magazines and by 
“bull’s-eye” direct mail. Right down to their metal-edged 


packages, IDEAL products are built to sell because they're 


built to help your customer... Below are just some of the 
IDEAL products that can help you to substantially higher 
profits in this year and every year. Get your share of this big 
volume business. Sel/ the full line. 


“WIRE-NUTS” & CLEANERS 
and WIRING TOOLS oH Hond - type vocu- 


**Wire-Nuts"’ — the potented, om cleeners — 
solderiess, tapeless wire con- 
nectors — hove been the con- 
troctor’s and industry’ stondard 
for over 20 yeors. Wiring tools 
include: 8-X cable cutters — 
voltage testers — fish tape, 
reels ond pullers — fuse re- 
ducers — fuse clip clamps — 
test lites — fuse pullers — co- MOTOR 


ble rippers—joist borers—wire 
skinners—FLUR-TEST fluorescent MAINTENANCE 
fixture testers EQUIPMENT 
- Commutotor and slip 
THERMO-GRIPS ® ting resurfacers — com- 
mutoter cleaners — 


Resistance heating 
principle sold brush secters—precision grind- 
tools thot make diffi- ers— mica undercutters —com- 
cult soldering jobs in mutotor sows — coil winder 
production or mainte- drives and heads — insulation 
nonce easy. Sizes for testers — growlers 

every job 


MACHINERY 
WIRE STRIPPERS 
Production: — Brush PRODUCTS 


—bench—rotery and Live centers to speed ond 

lever types. Alse fo- improve lathe ovtpyt — 

mous ‘‘Stripmoster’’ electric etchers—dust col- 
| hond type lectors — tochometers — 
demagnetizers — ''Xpand- 
O-lop”’ self-expanding 
lops 


pop-corn blowers 

All-purpose tonk- 

type cleaners for 
industrial cleaning, scrap-co!l- 
lection, woter pick-up 


*Patented No. 1,933,555 





Sold Through America’s Leading Distributors 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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BIC REELS and small. To meet the 
current shortage, wire and cable mak 
ers urge the return of all empty reels 
so that faster deliveries may be made 
on new orders 





Polio Increases; Attacks 
Tripled Since 1948 
NEW YORK—The National Foun 


dation for Infantile Paralysis states 
that polio is not only the one epidemic 
disease still on the increase in the 
United States, it has tripled its num- 
ber of victims since 1948. The Foun- 
dation lists the following precautions 
to take to avoid the dread killer and 
crippler 

Wash hands carefully before eating 

Don’t get overtired or chilled. Both 
lower resistance to polio 

Avoid mingling with strangers, es- 
pecially in crowds 

Watch for these symptoms—head- 
ache, sore throat, fever, upset stomach, 
stiff neck or both. If they appear, call 
your doctor 

A copy of the 1952 “Polio Pledge 
containing a fuller statement of pre 
cautions may be obtained by writing 
to The National Foundation for In 
fantile Paralysis, 120 Broadway, New 


York 5, N. Y 





‘ 


THEODORE C. LAUCK, of Dallas, 
Texas, has been named manager of 
General Electric Co. lamp division 
new sales district, to be known as the 
Delta sales district, with headquarters 
at New Orleans 
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FULLMAN 


atwvobe 


PRODUCTS 


G SPECIALTIES 


“Latrobe” Floor Boxes and Wiring Specialties are 
designed to do their job easily and surely with no 
excess parts. This same compactness of design 
makes for fast, easy installations. 


Adjustable 
Watertight 
Floor Box 


Watertight Receptacle 
Box Nozzle 


Fullman 
“LATROBE” PRODUCTS 


Supreme Quality 


Pipe or 
Conduit 
Hanger 


~~ f : Insulator Support 
Keystone 
Fish 
Wire 
Cable Staple 


Sold Only Through Wholesalers 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





Thin Panel — 

Plastic sides 

2 lamp or 4 lamp; 4 ft. or 
ft.; fluorescent or slim- 

line; closed or open top. 


50821 ‘Series 
LUMINAIRES 

WITH METAL SIDES 

2 lamp or 4 lomp; 4 ft. or 
8 ft.; fluorescent or slimline 
closed or open top; Spot 
a-Lite units to match 


. ae . 


Thin panel — metal sides 
2 lamp or 4 la or 
8 ft.; Auorescent or slimlir 


losed or open top 





o-Lite units to match 








\ 
5082P Series 
LUMINAIRES 
PLASTIC SIDE PANELS 
2 lamp or 4 lamp; 4 ff. or 
8 ft.; fluorescent or slim 


line fosed or open top; 
Spédt-a-Lite units to match. 





N5054—4 lamp 
VISUALIER SERIES 
4 ft. F rescent or 
F 8 ft. 





over 50 
years of 
integrity 

and 


experience 





NEW GARCY LIGHTING 


5500 Series TROFFERS 
1 > 3 lamp row 
ver, lens, diffusing glass 
or pen bottom; 4, 6 or 
8 ft. lengths; fluorescent 
or slimline—also Spot-a 


Lites to match 


9675 Series 
"Circulux" 
for Silvered-Bowl Lamp. 
Surface, recessed and 
pendant mounted types. 


6970 series 

No. 16772-L 
INCANDESCENT UNITS 
Wide Variety Available 








Gi 
GARCY Addo-Strip 


for Slimline or Fluorescent 
Lomps 


aolastanl-1adiel 


Taksilathitelatel 


and display 
lighting equipment 


Garden City 
Plating 
and Mfg. Co. 


E. + CHICAGO 22, iL 


1750 NORTH ASHLAND AY 


EQUIPMENT CATALOG NOW AVAILABLE 


FIRST PRIZE winners in the Chicago 
metropolitan area in the recently con 
| 1 electric houseware window 
ntest receive awards of $50 

ntest wa red by the 

a tie in with 
immer promotion 
Left to right 
ciation, makes 


isewares 
the a 
to Robert Sullivan, 
ngee Electric Supply 


pper, dealer-winner 


Combined Jewish Appeal 
Raises $178,000 


CHICAGO—The fifth year of a 
combined campaign for funds of the 
wish Welfare Fund and the Jewish 
Federation of Chicago raised a total 
sum of $178,000 it was announced at 
a dinner held recently in the Hilton 
Hotel in Chicago. The money will go 
to carry on relief and resettlement 
ork in Israel, and health and social 
welfare in Chicago 
Over 200 leading men in the Elec 
TV-Radio and Plastics indus- 
ittended the dinner at which Ben 
of the Emerson 
Television and Radio Corp., and U. S$ 
Senator Wayne Morse (Rep., Ore.) 


ke 


trical 


of the TV, Radio and Elec 

istry Division of the NY- 

JA Campaign are Chairman, Edward 
Anixter, Englewood Electrical Sup 
H. Weicensang, Hy 

Supply Co. Advisory 

| Harry Alter 
Efengee Ele« 


nittee, Harry ter 
Saul J. Weinress 
| Supply Co 


New District Chiefs 
Named By Westinghouse 
NEW YORK —< 


been ippointed eastern 


Spence Purnell 
district 
he electric utility depart 
Westinghouse Electric 
ucceeds Je hn Sprag 
Brown has been 

of the 
1 construction de 


istern district. He 
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joined the company in 1922 and in 
1946 was appointed New York super- 
visor of the general industry section, 
industrial division. 

Mr. Spraggon has given a 
years with the National 
Production Authority in Washington 
He will be reassigned upon comple- 
tion of his duties. Mr. Brown has held 
various positions with Westinghouse 
since joining the company in 1923 
He has served with the electric utility 
department and is a member of the 
American Institute of Electrical Engi- 
neers 


been 
assignment 


RTMA To Expand 
Statistical Service 

WASHINGTON — A nation wide 
monthly statistical compilation on the 
movement of radio and television re- 
ceivers at the retail level, including 
dealers sales and inventories, has been 
undertaken by the statistical depart- 
ment of the Radio-Television Manu- 
facturers Association. 

The RTMA plan involves the use 
of selected dealers who will provide 
the information on monthly sales and 
inventories in six categories. Security 
measures will be taken to prevent dis- 
closure of individual dealer informa 
tion. As one 
dealer has been assigned a code num- 
ber and his report will be destroyed 
after the totals are 


security measure, each 


or returned to him 
posted 

The survey is expected to show for 
the first time sales and inventory data 
at the dealer level by regions, by TV 
screen and by 
types. Results of the first monthly sur- 
vey are to be made 
facturers and dealers in September 


sizes radio receiver 


available to manu- 

















if my orders are small, you 
that outfit of yours to 


“| don't care 
go back and tell 
send a man! 
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for high cost circuits 


SHAWMUT FUSE TERMINALS 


National Electrical Code 
Standard for front and 
back panel connections. 
250 v or 600 volt sizes. 
Send for Bulletin 4508, 


AH 


SHAWMUT TESTED FUSE WERE, 
RIBBON AND 
LINKS 


SHAWMUT FUSE PULLERS 


Made of horn fibre and tested to 35,000 volts. 
Solid grip jaws and laminated construction pre- 
vent slipping and twisting and make them five 
times stronger than ordinary pullers. Safe 
and handy for handling any type fuse, clip or 
slug. Two sizes: Pocket and Giant. Ask for 
Bulletin #511 


SHAWMUT DIAMOND 


CUT-OUTS 


Cartridge and Plug Type 

Supplied as standard above 30 Amps 

with Shawmut SHUR-GRIP pressure 

connectors and spring action fuse clips. 

Available in Porcelain, Black Molded 

Composition and Slate, Single, Double 
and Triple Pole types. Also, 3-wire with 2 branches; 
Fused and Unfused Neutral; Special Live Frogt 
type. Ask for Bulletin #507. 


‘sag 


SHAWMUT 
FUSE CLIPS 


National Electrical Code Standard. Two 
types;for either Ferrule or Knife Blade 
type fuses on either 250v or 600 volt 
circuits. See Bulletin 4508. 


SHAWMUT CLIP LOCK CLAMPS 


Standard for the industry. Wire 
drawn through jewel dies to 
insure smoothness and accuracy. 
Call for Bulletin #509. 


Hold with a vise-like grip on either straight 
or round clips. Prevent change of tension, 
overheating, current waste, shutdowns, etc. 
Bulletin #511. 


Famous for quality since 1893, Chase-Shawmut products set standards for the in- 
dustry. Count on them for positive protection whenever maintenance is required, 


THE CHASE-SHAW MUTT co. 


372 MERRIMAC STREET - 


ee an S & * 


NEWBURYPORT, MASSACHUSETTS 


> 
C-O-T Geert ot @-Trwe russ wine 








MOST HONEST man at the annual 
Dealer Golf Tournament sponsored by 
the Electric Assn. of Chicago was Roy 
Donahi eft f Appliance Distribu- 
t the duffer’s prize 
with a hi grc core of 154. John 
Beranich, Emergency Radio G Appli 


ance makes the presentation 





E. M. Strong Elected 
President of 1.E.S. 


NEW YORK—As a result of the 
election reported at the June council 
meeting, new Illuminating Engineer- 
ing Society officers will take office for 
the period beginning October 1, 1952 
The I. E. S. Membership, comprising 
7500 illuminating engineers and light 
ing specialists, was founded in 1906 
for the advancement and dissemina- 
tion of knowledge in the lighting field. 

Professor Everett M. Strong, newly 
elected president has been associated 
with Corneil University and is cur- 
rently supervisor of the Engineering 
Industrial Cooperative and _ professor 
of electrical engineering 


Duncan M. Jones, eastern Canada 
6 SIZES 


representative for Curtis Lighting of 
*=14-1000 MCM 


Canada, Ltd., was elected vice presi- 
dent. Kirk M. Reid, head of section of 


engineering division, General Electric 








Co., Cleveland, was named treasurer 





_— 
EvecrRic co 


Srock 
Room 


= 


J RRS OER es 


COPPER TUBE AND PRODUCTS, 


5746 MARIEMONT AVE. © CINCINNATI 27, 


Those elbows come in yet?” 
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Hynes & Cox Move Plant 
WATERVLIET, N. Y.—The Hynes 
& Cox Electric Corp., manufacturers of 
electric water heaters, have moved 
Waldorf, Md., to 
Watervliet, N. Y. The company, which 
had been situated in Albany, N. Y., for 


25 years, moved to Maryland in 1946 


their plant from 


after fire had destroyed the plant 


Minneapolis-Honeywell 
Adopts New Symbols 
MINNEAPOLIS 


ernization of product identification and 


-A complete mod 


advertising symbols, plus the adoption 
of new trademarks, has been com 
pleted by the Minneapolis-Honeywell 
Regulator Co. The need for consoli 
dating the variety of marks and prac 
tices that had come into being during 
the company’s 67-year history and im 
proved packaging and product identi 
fication prompted the modernization 
program 

Minneapolis - Honeywell has com 
pleted a 16-page illustrated trademark 
book that carefully details the proper 
use and limitations of the new trade 


marks. All 


products, packages, displays, signs, lit 


name identification on 
erature and advertising will conform 


to the practices outlined in the manual 


Finneran Appointed 
Adv. Mgr. For Wesco 
NEW YORK — John P. Finneran 


has been appointed general advertising 
manager for the Westinghouse Electric 
Supply Company, it has been an 
nounced by John H. Myers, president 

Mr. Finneran, who succeeds Arthur 
W. Sullivan, will be responsible for 
the advertising programs and apparatus 
and supply sales promotion for 
Wesco's 17 110 branch 
offices throughout the nation. 

He is a graduate of Manhattan Col- 
lege and joined the advertising depart 
ment of Wesco in 1948. Mr. Finneran 


district and 


served as assistant to Mr. Sullivan, as 
editor of several company publications, 
until the latter's retirement. During 
World War II he served as a troop 
carrier pilot with the Fifth Air Force 


in the Southwest Pacific. 


82-Channel TV Sets Will 
Will Be Held Up By Price 
NEW YORK—Although TV re- 
ceivers eventually will cover 82 chan- 
nels, such sets will not be produced 
immediately because they would cost 
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MADE OF 
GALVANIZED 
STEEL—IN ALL 
STANDARD 


new AUSTIN 


FORMED TYPE 


BOX HANGERS 


3900 


Series 


Strong and lightweight, yet 
flexible enough to permit 


perfect 


LENGTHS AND DEPTHS 


PATENT PEND! 
No. 3900 


NG 


STRAIGHT 





Gop sna wee epee ee 


No. 3904 


No. 3905 = = = has 
ee 


No. 3915 


4g" OFFSET 


alignment of box 


Dimensions of 
formed type 
box hangers 
ore the some 
as solid type 





1%" OFFSET 
ee 
= 


1' 46” OFFSET 


Boyonet Type 





SS 





— 


S UNIVERSAL 


Licensed under Pat. No. 2,246,189 








f No. 3918 Hanger 


Cross section view of 
No. 3918 formed type 
box hanger. 


Polite] e)(-Mgelaul-te 


Type Hanger 


PNelltiiel eli from | 
14¥% 


to 19 


This new two piece hanger is designed so that one 
part telescopes into the other. Requires no notch- 
ing of joists. Is quickly adjustable between joists 
and to any depth. Length can be extended from 


14%" to 19”. 


WRITE FOR FREE SAMPLE FORMED TYPE 
H ANGER—check coupon and mail today! 


THE M. B. AUSTIN COMPANY, NORTHBROOK, ILL. 


Please send FREE sample Box Hanger checked below 


[) 3900 
0 3904 
0 3905 
0 3915 
[) 3916 
0 3917 


STRAIGHT 18" BOX 

16" OFFSET 18" BOX 

1%" OFFSET 18" BOX 

1'Ye" OFFSET 18" BOX 
BAYONET TYPE 16" BOX 
“S" UNIVERSAL 14'2" BOX 


() 3918 ADJUSTABLE 14%" TO 19" BOX 


["] CONTRACTOR 


a 


Company____ 


Address 





JOBBER SALESMAN 


Siciikaneratiticiniatmntintnced 


JOBBER 


HANGER 
HANGER 
HANGER 
HANGER 
HANGER 
HANGER 
HANGER 


ARCH. ENGR 





too much, Electronics, a McGraw-Hill 
THIS TYPE OF plato, repor 
A survey of 30 receiver manufactur 
| 


ers shows that they consider the need 


to keep ge low more important than 
providing c n utility in the 


near future in magazine says 
Only two receiver models so far an 
BY INSISTING ON 3 \ nounced provide complete coverage otf 
very-high-frequency and ultra-high 
frequency channels without additional 
Pp rts or accessories However, some 
companies have engineering models 
built and at least one maker is offering 
a tuner covering channels 2 to 83 
Manufacturers are most concerned 
with sales in areas now served by TV 
stations, where 17 million receivers 
ire in Operation. Any of these can re 


ceive the new UHF channels with a 





converter, and all manufacturers plan 
g S , to push the sales of converters. On 

ELIMINATE OVER-PROTECTION P ; ‘ ; 

Problem: Motors are overloaded be : } a ( 


can. of fuses with excessive time ° , ' newer models have space inside for it 


ler models the converter sits on top 


; 
l 
f or beside the cabinet while some 


Cure: Ask for Monarch Fuses with Ae ; * 
the exclusive Mon-O-Lag link. It Graybar Appoints Officers 
provides the necessary lag for tem- “a NEW YORK—W. J. Berry has 
porary overloads, yet full protection ' ; 

been appointed manager of the Mem 


on continued shorts. 
phis branch of the Graybar Electric 


Company succeeding J. W. Horne, 
who has been made manager at Nor 
folk. Mr. Berry was manager of power 


<@ STOP UNDER-PROTECTION tus sales at St. Louis. He also 


appari 
Problem: Costly power failures re- was head of the St. Louis outside con 
sult from faulty fuses that burn out ler 
ae department. forne ha 
at below the specified load. . ns, aes fr. Horne has 
been manager at Memphis since June, 


Cure: Specify Monarch Fuses with 1950 

the advanced design that keeps ; 

the fuse cooler, tighter and in true 

alignment. Underwriters Laboratory i 

pt a KC Buyers Guide To Be 
Published In November 

KANSAS CITY, MO John D 

Hilburn, president of The Electric As- 


NEW FIN SURFACES MAKE _ s«iation of Kansas City has an- 
MONARCH Renewable FUSES 
EVEN COOLER OPERATING 


Another example of Monarch’s advanced design. These 
heat dissipating, brass fins both support the fibre bar 

. . and conduct away excess heat. Cooler fuses and 
longer fuse life are the result. Available, at present, 
in the 600 amp—250 volt; 400 and 600 amp—600 vol! 
sizes. Call your distributor, or . . . 


WRITE FOR BULLETIN NO. 25 
A complete line of knife blade and ferrule 
fuses for industry, construction : ON HAND for 
and replacement. the New York 











struction 








yy Monarchy 


REN ewas.e 


Fuses 


116 E. First Street Jamestown, N. Y. 
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ALSO at the meeting at Saranac 
were tor J]. |.Pascher, R. ( 
clectric © B j 
resident, supply sale 
n Electric C 


General Electric 





nounced that the 1954 issue of the 
Annual Electrical Buyers Guide will 
be published in November. Robert 
Janda of the Graybar Electric Co., has 
been named chairman of the publica 
tion Committee 

Because of the favorable comment 
received in the past, the mailing list 
for the new issue has been increased 
to 5,000 copies. Persons on the mail 
ing list include electrical suppliers, re 
tail outlets, industrial purchasing 
agents contractors engineers, utilities, 
television technicians and many others 
associated with the industry in eastern 


Kansas and western Missouri 


EEI Sets Sights For 
Continued Progress 

CLEVELAND—The Twentieth An 
nual Edison Electric Institute Conven 
tion met recently in Cleveland for the 
first time. The Ohio Electric Company 
acted as host and the Cleveland Elec 
tric Illuminating Company handled 
many of the convention details 

The over-all theme of the general 
session, whether expressed or implied 
was one of confidence in the electric 
industry's ability to meet the forsee 
able power demands of the future, to 
withstand threats of socialization by 
the encroachment of the Federal gov- 
ernment into the manufacture and sale 
of electricity and to continue its de 
velopment as a basic contribution to 
national weltare 

The general sessions presented na 
tionally prominent speakers represent 
ing business, industry, education and 
agriculture. Bayard L. England, presi 
dent of the Atlantic City Electric Co 
was elected President of the Institute 
succeeding retiring president George 
M. Gadsby. Walter H. Sammis, presi 
dent of The Ohio Edison Co., was 
elected Vice President of the Institute 
and Harold S. Sutton, treasurer of the 
Consolidated Edison Co. of New York 
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helps you 


PERFORATED 
HANGER 
IRON 


To match the 40 years of experience that Paine has in 
the manufacturing of fastening and hanging devices, 
we've built a big new plant at Addison, Illinois, 
western suburb of Chicago. Its facilities will en- 
able us to maintain the high standards of Paine 
products while producing quantities to satisfy 
all of your demands. 
Accurately perforated hanger iron with 
milled, burr-free edges is a Paine product 
of a thousand uses. It is easily bent o1 
twisted to meet all job requirements. The 
seal ccitieiee hanger iron comes in five widths and gauges 
y Paine Merch r ten foot straight lengths and ten foot coils 
. Write for a complete Paine products catalog. 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 











SALES SCORE CAN BE HIGH 


WITH 


ad ce 








QUAD Floodlight 


Simple to install Easy Reflector to 


s 
adjustable to any and focus Bracket mounting 


position 


© These units are easily installed and 
because of their flexibility your cus- 
tomers get the very finest in results. 
The exclusive QUAD Multiple 
Mounting saves time and labor. An- 
other feature is the adjustable head 
which gives individual light control. 
A single head bolt permits adjust- 
ment of 180 degrees horizontally and 
40 degrees vertically. 


QUAD Floodlighting engineers are 
available to make recommendations. 


QUADRANGLE MFG. CO. 


S23, FEORIA ST. 


CHICAGO7, ILL. 


will serve a second year as Treasurer. 

The convention of over 1800 dele 
gates witnessed one of the most un- 
usual features of the sessions in a play- 
let which demonstrated the value of 
the Oesterreich Pole Top Method of 
Resuscitation. This latest in life saving 
methods was demonstrated by linemen 
of the Cleveland Electric Illuminating 
Co 


WESCO Appoints Ostler 
Oakland Branch Manager 


OAKLAND, CAI W. Karl Ost- 
ler has been appointed Oakland branch 
manager for the Westinghouse Elec 
tric Supply Co., replacing Henry Mul 
ler who has resigned 

A graduate of Utah State Agricul 
tural College, Ostler joined Wesco's 
Salt Lake City branch in 1933. During 
World War II he served in the Corps 
of Engineers and later operated the 
Ostler Electric Co. in Portland, Ore- 
gon. In 1950 he rejoined Westing- 
house Electric Supply in Oakland as 
branch apparatus and supply sales 


manager 


Fall, Christmas Gift 
Campaign Plans Approved 

ATLANTIC CITY, N. J.—Final 
details of the 1952 fall and Christmas 
phase of the electric housewares gift 
campaign were approved by the elec- 
tric housewares section of the National 
Electrical Manufacturers Association at 
a midyear meeting at Haddon Hall, 
Adlantic City, New Jersey. 

Industry members received a report 
on the progress of the first six months 
of the 1952 gift campaign from the 
section's sales promotion committee 
The report stressed the greatly in 
creased local level participation on the 
part of dealers, distributors, area com 
mittees, electrical leagues, electric light 
and power companies and others con- 
cerned with the sales of electric house 
wares 

A survey showed that the majority 
who participated in the first six 
months plan to actively tie-in with 
the 1952 fall-Christmas and future 
campaigns. The dealer kit for Christ 
mas consists of a comprehensive sales 
planner which will contain sugges 
tions for window displays, newspaper 

affic pullers, gift wrapping and 
t certificates and a check list 

W. Orr, general sales manager 

the Chicago Electric Manufactur 

Co., was appointed chairman of 


electric housewares gift section 
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sales promotion committee succeeding 
James P. Mcllhenny, vice president of 
Waring Products Corp. Vice chairman 
is John J. Reidy, vice president and 
sales manager of Casco Products Corp 


Electrical Show To Be 
Held In N. Y. Oct. 21-24 
NEW YORK—The National Elec 
trical Industries Show will be held at 
the 69th Reg't. Armory, Lexington 
and 26th St., in New York 
The date, for what the sponsors hope 
to be the largest electrical industries 
show, will be from October 21st 
through October 24th 


Avenue 


Thomas M. Gopsill, managing direc- 
tor, Eastern Electrical Wholesalers As- 


sociation, which is sponsoring the show, 


Leo Seigal Thomas M. Gopsill 


has announced that a committee of 
wholesalers has been formed to aid in 
the proceedings. The committee con- 

B. D. Bloom, Wholesale Elec- 
Distributors Co.; M. Starobin, 
Bridge Plaza Electrical Supply Co.; 


sists of 


trical 


George Lichtenstein, Garfield Electrical 
Supply Co., Inc.; Henry Krug, Reliable 
Electrical Supply Co.; Henry Baitinger, 
Baitinger Electric Co.; and Leo Seigal, 
Hobb Electrical Supply, Inc 


Anaconda Forms New 

Research Organization 
NEW YORK—To 

product development and research ac- 


coordinate its 


tivities under a planned, overall com 
Wire and 


has created a new 


pany program, Anaconda 
Cable Co 


department to include the engineering 


research 
laboratories at Hastings; the magnet 
wire research laboratory at Muskegon 
under H. | 
products development laboratory at 
Marion, under H. C. Witthoft 


The new director of research for the 


Saums; and the rubber 


company is H. E. Thompson. E. I 


Gittleson will succeed him as manager 


of q iality control Product develop- 
ment activities of the company will be 


guided by a research and development 
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Announcing . . . 
the great new 64-page 


BLACKHAWK IDEA BOOK 


It’s an every-day profit guide to you and your 


Announcement of the new BLACK- 
HAWK IDEA BOOK is being made 
to all industry — but this message is 
primarily for you, the Electrical Whole- 
saler! Blackhawk has always been a 
big volume line. Now here's a magic 
key to even greater sales! 

Leading publications will carry pub 
licity plus large announcement ads to 
promote the IDEA BOOK—the great 
With 


it, you can show your customers how 


est sales tool you've ever used 
to cut costs increase production 
save hours of time 

You see, the same Blackhawk equip 


IDEA BOOK contains all the facts on how 


customers on the vast potentials 
of hydraulic tools 


ment they now use to bend pipe and 
drive knock-out punches can pull pul 
leys, move motors, install heavy equip 
ment. Many other allied jobs are also 
made easier, safer, faster 

This interesting picture-book will be 
continuously featured in follow-up 
advertising, along with a new “idea 
contest” every 90 days. Now every 
Blackhawk Electrical Wholesaler can 
requisition required quantities of IDEA 
BOOKS for 
mailing to selected lists of your key 


personal presentation or 


prospects. So, act now to get the full 


benefit of this dynami« promotion 


you and your customers can 


WIN BIG CASH AWARDS 


in big idea contest 


citations for the best original ideas using Blackhawk equipment 


the IDEA BOOK has complete details 


the hottest line of equipment in the electrical field 


Every 90 days Blackhawk will give generous cash awards and 


Your copy of 


It's another shot of what keeps Blackhawk 


HEADQUARTERS FOR THE WORLD'S MOST COMPLETE LINE 


OF HYDRAULIC TOOLS...PLUS 


INDUSTRIAL HAND TOOLS 


BLACKHAWK 


BLACKHAWK MFG. CO. « 


DEPT M4482 « 


MILWAUKEE 1, WISCONSIN 











siGh gicts 


New ves rR 


Solderless Lugs 


Completely redesigned—lighter and 
stronger—solid copper body and 
tongue for highest conductivity, heavy 
hex-head screw, extra thick thread 
plate. Available in 5 sizes for wire 
sizes from No. 14 to 500 MCM 
Write for Bulletin. 


ELECTRICAL FITTINGS 
FOR WIRE ond CABLE 


SUSPENSION TYPE 


MULTIPART 
PIN TYPE 


GUY STRAIN 


CHECK THESE 
TIME SAVING, 
MONEY SAVING FEATURES 


1 Easy Installation—No “special” 
* wrenches, Use any standard 
wrench or pliers. No loose parts 
to get lost. 


Highest Conductivity—Heavy solid 

* copper body and tongue. Deep 
serrations on tongue positively 
grip all wire sizes. 


High Re-Use Value—Extra heavy 

* screw and thick thread plate. 
Use again and again without 
loss of efficiency. 


Only 5 Sizes to Stock—Each lug 
has wide range of wire sizes. 
Body design is adaptable to 
special tongues or contact plates. 


WRITE FOR BULLETIN 
ON S-O TYPE LUGS 


SPOOL TYPE 


PIN TYPE 


REINFORCED WIREMOLDER 





Write for NEW Free Insulator Catalog 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, 


ILLINOIS 


committee recently formed. Its mem 
bers include: L. F. Hickernell, chief 
engineer; D. E. Allen, sales manager; 
R. B. Steinmetz, general manager of 
Mills, with Mr. Thompson as chairman 


Ultra High Frequency 
And The Parts Distributor 
CHICAGO—W hat UHF means and 


how it will affect ¢ parts distributor 
will be among tl ubjects that the 
National Electronic Distributors Asso 
ciation has arrat discussion at 
the Third Annual Convention and 
Manufacturers’ Conference which con 
venes in Atlantic City September 22nd 


throug! Sth 


PEOPLE IN THE NEWS 


Robert M. Woodside was appoint 
ed branch industrial manager for the 
Minneapolis-Honeywell Regulator Co., 


Industrial Division, in Cleveland 


John E. Tomes has been named 
northern division sales manager for 
the BullDog Electric Products Com 
pany with offices in Detroit. He will 
handle sales activities throughout 
Michi ind in the Toledo, Ohio and 


Mmyan al 


Forr Wayne Ind n ircas 


James B. Armstrong has been ap 
pointed credit manager of the Spang 
Chaltant division « The National 
d The Na 


tional Supply Company in 1946 and 


Company 


as been assistant division credit man 
Armstrong su ds Alvin 
lI { » July 


L. H. Thompson has been ap 
pointed sales representative for Nu 
Tone, Inc., Cincinnati, Ohio. He will 
represent tne ) Pp ny in Memphis 
Tenn., Louisiana and Mississipp 


Hardy H. Fulghum has been ap 
1 for Wesco’s Carolina 
ippointment he 

the southeast 


rters will be in 


S. D. ning deer has been appoin 
assistant to the president of Ana 
Wire & Cable Co., with offices 

in New York. C. H. Porter and M. J 


McCarthy have been named assistant 
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sales managers; A. W. Koch is manager 
of sales, magnet wire products; C. B 
Peck is manager of sales, rubber and 
plastic insulated products; J. L. Tin 
dale, manager of sales, bare and 
weatherproof-power cable accessories 
A. W. Tracy, new district manager for 
the Los Angeles Office; and K. G 
Eaton, district manager in the Denver 


otnce 


J. F. Fyock has been appointed dis 
trict representative in General Elec 
trics Construction Materials north 
eastern district. His office will be at 
535 Washington Sc. Buffalo, N. Y 


Herbert E. Granzin has _ been 
mamed as district manager of the 
electric housewares division of Lan 
ders, Frary & Clark, New Britain 
Conn. His headquarters will be in St 
Paul, Minn., and his territory includes 
Minnesota, North Dakota, Sour! 


Dakota and western Wisconsin 


Walter H. Krueger is now general 
manager of Flexa Steel Products, Inc 
ot Chicago. He was formerly vice 
president and general manager 


American Steel and Iron Works 


James O. Johnson has been elected 
vice president of the Industrial 
Marketers of New Jersey for the 195 
1953 ison. Mr. Johnson 1 
dise 1 inager in Charge of 

and sales promotion 
Buchanan Electrical Products C 


tion, Hillside, N. ] 


H. C. Morrison and William ] 
Erwood have been appointed sales 
manager and assistant sales manager 
respectively for the Wadsworth Elec 
tric Mtg. Co., Covington, Ky 


George S. Evans has been appoint 
ed manager of the Michigan Lamp 
Sales Division of the Lamp Division 
Westinghouse Electric Corp. His head 
quarters will be in Detroit. He suc 
ceeds H. A. Kinley who is appointed 
staff assistant to C. A. Conklin, man 


ager of the Central Sales District 


Seeley Williams, Jr., has been 
elected president of the Purchasing 
Agents Association of Indianapolis 
He is chief purchasing agent for the 
Peerless Electric Supply Company 


Jay T. Sarles has been named 
comptroller of the Rome Cable Corp 


Rome, N. Y., succeeding Stuarre W 
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He’s a good 
salesman, full 
of life and 
eager to 

x=start! 


oy 


Mgt 


a ae ee oe! eee 


b hey can't resist a COP®. He's always on the job ready 
to start fluorescent tubes, cut out bad ones, or protect cir 
cuits. He saves your customers’ money and keeps them coming 
back to you. 

The ROBOT COP, newest of Sylvania’s “finest,” starts tubes 
under the toughest conditions. He keeps good tubes on the job 
... for keeps. That’s because he cuts out bad ones and resets 
himself automatically when a tube is replaced 

And remember, the low-cost GLOSTAT starts fast, lasts 
long, and takes terrific punishment. 

There’s a Sylvania starter for every fluorescent installation 
Every day more dealers profit by selling Sylvania. So stock up 
now! Put Sylvania starters on your sales force. For complete 
details address: Sylvania Electric Products Inc., Dept. L-3208A, 
1740 Broadway, New York 19, N. Y. 


*COP stands for Sylvania’s Cutout Premium Starter 


SYIVAMIA 


FLUORESCENT TUBES, SIGN TUBING, FIXTURES, WIRING DEVICES, LIGHT BULBS 
RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST 
EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


[ee ee 


>a ee ee eee 








Barrett who has been appointed as- 
sistant treasurer. Robert C. Graham 
has been advanced to chief engineer, 
Frank P. Baumler is general superin- 
tendent of all departments and Austin 
F. Woolley is appointed technical su- 
Eugene G. De Visser 
Fraser continue as as- 


JACKSON 


REFLECTORS ..... 


Solve Lighting Problems 
for Industrial Plants 


perintendent 
and Donald R 


sistant comptrollers 


f James H. Binger has been elected 
Yeu have the solution to every industrial vice president of the Minneapolis- 
Rtg pattem wih Be naga _— Honeywell Regulator Company. His 
of Industrial Reflectors. Quality and Prompt ‘ : y 
: . _ new headquarters will be at the com- 
Service make every installation pay . . . . 
‘ . : pany’s executive offices in Minne- 
a reliable and profitable line for the , m # ‘ 
apolis. Since 1950 Binger has been 


Wholesaler! 
vice president and general manager of 
Honeywell's Belfield Valve division in 





Manufacturers of 
Reflectors * Yardlights 
Vaporproof Units 
Weatherproof Sockets 


Philadelphia 


Arthur C. Bryan has been appoint 
ed vice president in charge of sales 
National Carbon Co., a divi- 
Union Carbide and Carbon 


Sold only thru 


Distributors for th 


sion of 
Corp. He has been assistant general 
sales manager for the company and 


since 1949 he has been general sales 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 



































Cornish Wire Co., Inc., New York 
City, has announced the appointment 
ot The 


sales represen 


George Butler Company as 
tatives for the Chicago 
territory. The area embraces northern 
Wisconsin and 


Illinois, southeastern 





northern Indiana 

















Thomas & Betts Co., Inc., Elizabeth 
N. J., has appointed the G. M Basford 
Company, New York, to 


nical and industrial publicity 




















SELL MASSEY 

and feel secure in the knowledge 
that MASSEY devices are Under- 
writer's Lab. Approved, meet 


SSA. ond Voderel epeeientions Abrams Lighting, Philadelphia, has 
#WS890. ' 


N announced the appointment of the 


























handle tech 





a 
EY TOGGLE switch 


MASS 


with Plaster Ears 


} 





itheastern sales 








epresen 

ine of 

shou! ; 

ailable in 
m 


Here is Of 
complete y 
devices you 
161, — 


; \ Dickson Sales Co., 69 Mills St... N. W.. 
Ww as bint | SELL MASSEY, 
PETITIVELY PRICED for QUICK 
d 
Brown an Chester R 


Atlanta, a Ss SO 
the foremost name in wiring de- > nts. The territory includes the seven 
vices for quality and design, COM- 
, of a 

wotiiey, protitable parlance aieumas. os Circle F Mfg. Co., Trenton, New 
d investigate: Jersey, has added two new representa 
tives to handle its line 

Lloyd, 1501 Westbrook Drive, New 

Arkansas, 

Mississippi and Memphis 


Orleans, La will 





Do you hove our complete catalog? 





Send for a copy today! 
cover 


8-3 our 


Massey be Y 
too. 

















= POE a ene ene SOO eee SOSSEESOES 


A. H. MASSEY, INC. Louisiana 


300 Longbrook Ave., Stratford, Conn 


ae and Multi-Gang Wall Pilates and 
lectric Wiring Devices since 1936 











Howe and Co., will 
in Oklahoma, 


Kansas and western Missouri 


Tennessee. W. I 


represent the company 
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Electric Supply Corp., Chicago, Ill, 
has been appointed distributor of 
lighting equipment for the Miller 
Company, Meriden, Conn 


Haartz-Mason Inc., Watertown, 
Mass., has announced the appointment 
of a new distributor, the H. C. Biglin 
Co., Inc., 177 Harris St., N. W., At- 
lanta, Ga. The territory includes 
Kentucky, Virginia, Tennessee, North 
Carolina, South Carolina, Georgia, 


Florida, Alabama and Mississippi. 


Arrow-Hart & Hegeman Elec. Co., 
of Hartford, Conn., has appointed 
G. R. Hay as sales representative in 
Dallas, northeastern Texas and Okla 
homa. His offices will be at 3200 Main 
St., Dallas. T. E. Irvin, Jr., is sales repre- 
sentative in metropolitan Philadelphia 
with headquarters at 3201 Arch St., 
Philadelphia 


Garden City Plating and Mfg. Co., 
Chicago 22, IIL, has announced recent 
sales appointments: V. J. Fucigna has 
been appointed to Garcy’s New York 
sales office, 600 Broadway; Dunlop 
and Dunlop, Baltimore, manufacturers 
agents, will represent the company in 
Maryland; W. A. Peat, Jr., will repre- 
sent Garcy in Washington, D. C.; W 


“EASY TO FISH” 


WITH 
ATLANTIC FISH WIRE 


SERVICE ENTRANCE CAP 





ATLANTIC CONDUIT 
FITTINGS CO. 
BOSTON, MASS. 
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Remember when Insulated 
Bushings were a luxury because they 
cost so much. That was before UNION entered the fieid. 
Using knowledge gained during the War, on November 1, 1947 
UNION introduced the first molded Insulated Bushings. These molded 
bushings offered economies hitherto unknown. 
UNION’S Bushings have a smooth insulated lip that makes wire pulling 
easy. They will not damage the softest wire insulation. No sharp met- 
talic edges can eat into the wire causing hard-to-locate “grounds”. 
There is so little difference in the over-all cost of wiring between 
UNION’S Insulated Bushings and metalic bushings that you 
cannot afford to risk future trouble from costly “grounds 
and shorts”. It is wise to specify UNION Insulated 
Bushings throughout as so many ure now 
doing. UNION makes the best. 
In sizes 14” and up where strength 
counts, be sure you “see the 
canvas”. Then you know 
that no substitution of 
a weaker material 
can be made. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


% LOW COST 

% Makes High Pres- 
sure Connection 
Neat, Compact and 
Easy to Tape 


Mr. Wholesaler: 


Here’s a good profit item 
for you—that’s extensively 
used by Utilities, Contrac- 
tors and Industrials. It’s 
designed for stranded wire 
and cable from 1/0 to 
1,000,000 CM, and is fully 
UL approved. Made in 7 
sizes. Send for samples and 
show them to the trade. 











FOR EXTRA PROFITS 


NEW PRICE SHEETS 
MANY CHANGES 
BE SURE TO CET YOURS! 


ge" TORK, MERS 


Time £0) 2 uel olel Graeme 


ONE GROVE STREET - MOUNT VERNON, N. Y. 


ount these 


bonded copper 
ground rods 


Uniform thickness of non-porous Bonded Cop- 
per assures lasting corrosion protection. 


Surface of rod completely covered with copper 
— including both pointed and chamfered ends. 


Bonded copper coating is HARDENED to assure 
resistance to abrasion in rocky soil. 


Extra high strength steel core provides g-eater 
rigidity for easy driving, 


All sizes available for prompt shipment 


J. A. WEAVER CO. 


2110 HOWARD ST. «ST. LOUIS 6, MO. CEntral 0881 


A. Moorefield is the representative in 
Virginia and R. H. Hirte of Los An- 
geles now represents Garcy in south 


ern California 


Burndy Engineering Company, 
Norwalk Conn has announced the 
appointment as sales representative for 
the Pacific Northwest, the Shaffer & 
Kelson Co., with offices in Seattle and 
Portland. They will serve the states of 
Washington, Oregon, northern Idaho 


and western Montana 


Kwikheat Manufacturing Co., Glen 
dale, Calif., has announced the ap 
pointment of Mr. L. Conover, 1737 
Chestnut St., Philadelphia 3, Penna., 
as the company’s representative in 
eastern Pennsylvania. The territory 
also includes southern New Jersey, 
Delaware, Maryland and the District 
ot Columbia 


Northern Light Co., Milwaukee, 
W'is., has announced additional repre 
sentatives for the Milwaukee bathroom 
cabinet and other products of the com 
pany. Frank J. Leary will represent the 
product in New England, Electri-Cal 
in southern California and the L. H 
Baxter Company in San _ Francisc 


scatt rrounding tef 





CLAMP... LOCK 


YOUR CONNECTIONS 








This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy @ Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 
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ASSOCIATION NEWS 
CALENDER OF EVENTS 


American Institute of Electrical Engi- 
neers 
Pacitic General Meeting 
Phoenix, August 19-. 
Rocky Mountain Electrical League 
19th Annual Convention 
Glenwood Springs, Colorad 
Sept 8-9-10 
Illuminating Engineering Society 
National Technical Conterence 
Edgewater Beach Hotel 
Chicago, Sept. 8-13 
National Electronics Conference 
Eighth Annual Conterence 
Sherman Hotel 
Chicago, Sept. 29-Oct. 1 
International Assn. of Electrical Leagues 
17th Annual Conference 
Radisson Hotel, Minneapolis Minn 
Oct. 1-4 
Eastern Electrical Wholesalers Assn 
National Electrical Industries Show 
6Sth Regt. Armory 
New York, Oct. 14-1 
National Farm Electrification Conference 
Hotel Statler 
Detroit, Oct 
National Electrical Manutacturers Assn 
Haddon Hall Hotel 
¢ City, Nov 


SAVES TIME--TROUBLE AND MONEY 
Established 1915 
Is Sold by Leoding Wholesalers 


Contractors like this heat 


reta ning 


the Jiify 
Solders 
witt 
a lifetime 
Prof table for you 
Always upright 
No spilling 


of solder 


No burns 


Write for comalete Jiffv Cataion EW 


ClydeWLint 


Dep? 6, 1144 W.-We 
Chice 
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Preverit, Costly Burnouts 


VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 





FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34" to 2”. Write or wire today 
for bulletin 4MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 


3600 Potoma 


} Park Place « New York 7. New Y 


BULLETIN “S” 


YOURS FOR 
THE ASKING 


LIGHTING FIXTURES 


ARE STAR PERFORMERS ALSO 


They are made to exacting 
specifications. easy to install and 
mointain. give lasting lighting 


efficiency and satisfaction 


A@AHTHE* 


ARE NOT THE ONLY 
STAR PERFORMERS 
IN THE GYMNASIUM 
AND SWIMMING 
POOL 


1G MEMBER ON Rime IN t 





— (MULT 


4 ‘ 
gGAling 


42224) West Lage sreeer 


/ f 
fMtA q@Aa ; ting 


[ cvectaicat MFG. CO. 
#4 








Youll Make core Sehetv and 
More Repeat 


the Prods Mounts 
Sales Easier 


in the Housing! 
“ut IXNOPP 
Voltage Testers 


Have 5 Safety Features... is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c, pure or 


Many Uses rectified; 25 or 60 cycles — for testing old 
and new circuits, fuses, locating grounds, etc. 
You'll make more sales, your buyers are Some of the nation’s 
happier — when you sell the pace-setting argest utilities, after 
Knopp Voltage Tester. Your customers say testing all brands, use 
“Goodbye to risky, time-wasting fuss in test- Knopp Voltage Testers 
ing” because of the 5 main safety features: by the hundreds. 
(1) original Prod-mounting Socket in housing So sell the widely- 
making this tester easier, faster, and safer used, reliable Knopp 
~ use, and — time-wasting “three- Voltage Tester with the 
anded” testing; (2) pr i 
indication of iaeens a on = — oye eg Bang oe 
' rod-Mount, and other _The Knopp Phase 
lamp working independently; (3) positive safety features. Write Sequence Indicator 
scale readings; (4) signal by hum and for illustrated, free, new, - “ so mes: 
vibration; and (5) thorough insulation descriptive Bulletin No. ny totating, indicator 
throughout, even to the sharp point of each 425 prices and dis- 7 oF CBA. Light 


2 weight. Compact 
prod counts. Big time saver 


Weill-built and shock-proof in a LAMI 
NATED Bakelite housing, the Knopp Voltage ELECTRICAL FACILITIES, INC. 


Tester tells immediately and simply if circuit 4283 Holden St., Oakland 8, California 





GENERAL TYPES TO 
FIT ALL LOCAL 
REQUIREMENTS 


Rugged, reliable ground clamps help a lot on 
many wiring jobs — and M&W has the right, 
U.L. Approved type to meet your local specs. 
Types include bronze or malleable iron clamps 
to fit Y2” rod up to 4” pipe. All have top halves 
with slotted bolt to eliminate the need for remov- 
ing screws. Special types available for quantity 
users. Write for new 1952 Catalog No. 20-B 
Water-Tight Connectors — Non-Water-Tight Connectors — 


Service Entrance Kits — Service Entrance Caps, Straps and 
Sill Plates — BX and Romex Connectors. 


Gaining 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


CHICAGO — Electric Association 
members and their friends attended a 
special Electrical Industry Day in a 
new 500 home development known as 
Beverly Woods. It is the largest certi- 
fied wiring project in Chicago's his- 


tory 





Fred W. Rexford, McGraw Electric 
Co., toastmaster division, chairman of 
the Electric Association’s electric 
housewares window display contest, 
says that the names of distributor 
salesmen who assisted in getting win- 
ning window displays installed will be 
announced as soon as it can be deter- 
mined which salesman assisted the 
dealers most. Among the Chicago elec 
trical wholesalers who served as judges 
of the contest were: Marve Bregman, 
Efengee Electrical Supply Co., James 
Lloyd, General Electric Supply Corp., 
ind Tam Naglestad, R. Cooper, Jr., 


Inc 


CLEVELAND — The Electrical 
League of Cleveland's Electric House 
wares Committee is conducting a five 
point program tying-in with the na- 
tional activity on Give Electric House- 
wares for every gift occasion. (1) 
Easel posters, idea booklets and a sales 
manual have been delivered to all 
League retailers. (2) A prize contest 
for distributor salesmen who help re- 
tailers sell electric housewares. (3) 
Cooperation with a city wide Brides 
contest. (4) Arrangements to take 
photographs of retailers’ show win- 
dows. (5) Sales training for retailers 


salesmen 


DEN VER—The 49th annual conven- 
tion of the Rocky Mountain Electrical 
League will be held in the Hotel Colo- 
rado, Glenwood Springs, Colo. Paul A 








WANTED 
Manufacturers Representatives 


FOR AIR-COOLED POWER & 
LIGHTING TRANSFORMER LINE 


Recently expanded production facilities enable us to 


Electrical 
d and having good back 
ground in industrial electric equipment 


We are a fast growing, well-established organization 
manufacturing a complete, competitively priced line 
of distribution transformers from 3 to 100 KVA 
Prompt deliveries, lucrative commissions and full fac- 
tery cooperation is assured. inquiries invited from 
aggressive sales organizations handling related lines. 
Give full details in first letter. All replies confi- 
dential 


Transformer Division 


PRECISION WELDER MFG. CO. 
660 W. Grand Ave., Chicago 10, Ill. 
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Yetrer, district manager of Public sO M * T H | N G 
Service Company, Grand Junction, 
Colo., is general chairman and antici- IN 
pates the largest attendance yet. He ’ 
promises an excellent program with f OUTLET BOXES 
ample time for fun for all % WZ. 

% : , a. 
MINNEAPOLIS—The International . 
Association of Electrical Leagues has 
announced that its 17th annual confer 
ence will be held at the Radisson 
Hotel in Minneapolis, Minn., on Oc- 
tober 1-4, 1952 


OMAHA—For the sixth consecutive 
year, the Nebraska-lowa Electrical 
Council has been awarded the Nation- 
al Electrical Manufacturers Associa- 
tion “Certificate of Approval,” issued 
by the NEMA Committee on Rela 


tions with Electrical Leagues. 





W ASHINGTON—Electric Institute Pot. applied tor 

of Washington has announced its,pro 

gram of activities for the fall of 1952 

In all, 14 activities have been definite Catalog No. 9-OX, 4” octagon, 

ly planned and there will undoubtedly bevel corner outlet box, 142” deep, 

for non-metallic sheathed cable. 

Readily accommodates cable 

coming in from back or side. The TH. E. Austin Company 


be others. A few of the activities on 
the program are sales training, year 


round displays, electrical housewares 
| ad NORTHBROOK, ILLINOIS 


teatured tor Christmas and an 
* _~#t-? 


vanced lighting applications course Write for ‘Information and Prices 
> ada 


on 


\\. New 


— 


Millions of Steel woe 
ox 
MIDGET BELLS 


SMALL SIZE! LOUD RING! 
}y the ORIGINATORS 


Specify 
MINERALLAC of UNDERDOME Bells 


HANGERS, CLIPS, ? Greater sound carrying power combined with 
STRAPS, BUSHINGS Ly Ip clear, distinctive tone is created by the Bw 
Z A Stroke” action plus the prolonged vibration of the 
one, ate bell shell. This effect has been proven to be greatly 
trelled manufacture superior to the buzzer like action of ordinary 
bave built ‘‘top-service bells. Only one moving part (the plunger) mini- 
and longest life” into mizes wear. Polarized . . . no contacts to spark, 
Mineralloc Electrical Spe- arc, stick or wear. 242" or 3 diameters, for ee 
dalties. That’s why the elec- tion on standard A C. voltages ; hy = a — Enciaved beck wiih odapte 
trical industry ‘‘prefers Miner- / plate for mounting on standard outlet boxes. Also > pao plenary 
allec”... in steel and Everdur for available in a variety of mounting arrangements 
banging pipe, conduit, BX cable, etc. g and finishes for use as components on original 
Z equipment. 
Send for new literature and prices. jul} Write for literature MB 5 
MINERALLAC ELECTRIC COMPANY Sold through Electrical Wholesalers 


25 North Peoria Street — Chicago 7, IMinois weg 
wk. beck SIGNALS 


MINERALLAC Gi Co SP CoRR) 2) 











aw NEW for screw connection 
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QO 


ro 
URALS”’ fot any 


Yes, there's extra profits for you... 
greater customer satisfaction, too .. . 
on every wiring installation made with 
KEYSTONE Interchangeable WireWays 
and auxiliary fittings. For the KEYSTONE 
line is the QUALITY line that gives you 
the basic flexibility of arrangement re- 
quired to fit naturally into any electrical 
distribution layout. Provides permanent 
protection for main power lines . . . for 
feeders, branch circuits, control and 
signal wiring systems. Quickly, easily, 
neatly installed ... saves time and labor 
os compared with piping and other 


NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full particulars! 


wirins job! 


KEYSTONE 


Interchangeable 


WIREWAYS and 
AUXILIARY 
FITTINGS! 


improvised makeshift methods. And 
every item in the KEYSTONE line is fully 
approved by Underwriters to meet all 
code requirements. 


KEYSTONE WireWays are available in 
Flanged or Flangeless types . . . with or 
without knockouts .. . in sizes of 22” x 
22", 4" x 4", 4" x 6", and 6” x 6", and 
in foot lengths of 1’ through 5’ inclusive. 
Matching elbows, T fittings, hangers, 
brackets, collars, closing plates, and 
reducing bushings also available. Write 
for new “value-packed” catalog today! 


eit pays to “figure on Keystone!"’ 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 





‘6ey TWIST of the WRIST * 


fe 


INTERLOCKING DEVICES 


2-WIRE ARMORED CORD CONNECTOR BODY 


Molded bakelite with armored 
base and cord clamp. Corrosion- 
resistant coating on bronze 


contacts 


#2100 — 10-15 omps » £2200 — 20 amps 


2-WIRE ARMORED CAP WITH CORD CLAMP 


Bakelite with brass blades. 


#1026 — 10-15 amps + £1226 — 20 amps 


Also Available: 3-Wire, Polasized and 
Grounded. 10-15 Amps and 20 Amps 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
For information on how YOU can 
benefit from this profitable new 

TURN-TYTE line, write 


IMMEDIATE DELIVERY! 


Se re) DA L eaghigaaa Co., INC. 
EMMAUS PENNSYLVANIA 





MORE FACTS 
ON PRODUCTS 


Heavy-Duty Connectors Heavy 
duty plugs and receptacles based on 
U. S. Army specifications have been 
introduced by Cannon Electric. The 
series, called “AO 


connections in the 


is used in making 
electrical systems 
yf military vehicles and to suitable ex 
ternal electrical circuits, and for indus- 
trial and other applications. They are 
useful for extreme conditions involv 
vibration and 
shock. Additional information can be 
‘lectric Co., P. O 
Lincoln Heights Station, Los 
41, Cal 


ing moisture, dust, 


had from Cannon 
Box 75 
Angeles 
Lighting Fixtures—Technical manual 


] 


of lighting fixtures contain 32 pages 


and describes the complete line of 
Wm. Penn luminaires, accessories and 


replacement parts. Featured are 
school series and the com: 
industrial 

ind 


vided in 


ivailable fron 
orescent Light Mfg », 1429 § 


St., Philadelphia 4 


Lamp and Lighting Displays 


Sketchbook of Displays 


Lamps and Lighting” is liberally 


ted with sketches and p 
The publication offers suggestion 
cerning window and floor displays tor 


home lighting use and promotions for 
special lamps. Also pictured are how 
lamps and lighting have been success 


fully displayed in the past. Copies are 


available from the General Electric 


Co., Nela Park, Cleveland 12, Ohio 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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aan 


is easy to install... 





BUFFALO BREEZO FANS 
Heavy-duty, easily installed panel wall 
tans to ventilate small areas at low cost. 

Write for Bulletin 3222-F. 


This + FAN 


is versatile . 


“BUFFALO” BELTED VENT SETS 
Light, compact units for duct ventilation 
work. Non-overloading, quiet, efficient. 

Write for Bulletin 3720. 


They're both 
in heavy demand! 


Send for full information on these models 
both available in a complete range of 


sizes. Find out for yourself why the trade 


calls “Buffalo” fans the best! 


214 Mortimer St. Buffalo, New York 
*ublisher f “Fan Engimeering’’ Handbook 
Canadian Blower & Forge Co., Lred., Kitchener, Ont 
Sales Representatives in all Principal Cities 


> FIRST 
FOR FANS 


al 
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Push Button Controls — Oil tight 


push button controls which the man- 
ufacturer claims will operate depend 
tbly even under constant oil flooding 
may be mounted directly on machines 
or in control cavities. Comprising the 
line are standard, extended and mush 
room buttons; 2 and 3 position selec- 
tor switches, and pilots, together with 
suitable legend plates. Additional in 
formation is contained in a folder js 
The Arrow-Harc & Hegeman 


103 Hawthorne Sc., Hart 


sued by 
Electric Co 

ford 6, Conn 
Connector Catalog—New, illustrated 
catalog describes electrical connectors 


for aircraft, Communications, motor 
ized equipment, metering devices, con 
trol circuits, laboratory equipment and 
highly volatile mediums. Available on 
request from Minneapolis-Honeywell 
Regulator Co., Aeronautical Div., 2600 


Ridgway Rd., Minneapolis, Minn. 


Street Lighting—Guidance in the 
design of street lighting systems is pre 
sented in an 84-page “Street Lighting 


Engineering Guide.” Starting with 
such fundamental considerations as the 
purposes of street lighting and the 
quantity of light required, the booklet 
more in 


carefully builds up to the 








HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Organization 
Representing Electrical 
Manufacturers 


e 4 SALESMEN COVERING 
MIDWEST AREA 


© WAREHOUSE FACILITIES 








SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave 
Chicago 31, U. S. A. 


(oF 


WITH PRIDE 
AND PROFIT 


WHEN IT’S 
CHANNELLOCK 


Wade only by CHAMPION De ARMENT 


And who wouldn't? For Channellock 
pliers are the finest to be bought or sold 
Channellock pliers have been known for years 
as a highest quality tool made by Champion 
DeArment, long recognized as synonomous 
with quality and craftsmanship 

Check the features Longer Wearing 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding 

When your customer relies on your judg 
ment you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy 

And remember, ONLY Champion DeAr 
ment makes Channellock. Send for Catalog 


D-10 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channetiock pliers are listed os the 
Yellow Pages of most Telephone 
Owectories under ‘ ‘Tools’ 








COST CUTTER FOR 
ELECTRICAL CONTRACTORS 


AND INDUSTRY... 


profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 


timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘“‘on the 
job” bends in pipe and rigid conduit up 
thin-wall conduit, tubing, bus- 


GREENLEE Hydraulic 


to 4 
bars. The Bender 
is One-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
trom job to job. Owners repor 
it often pays for itself on first 


Talk 


on every 


few jobs about the 


GREENLEE call, see 
how fast it builds good profit 
tor you. Write 


booklet E-201 


today for free 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Other fast sellers in the GREENLEE timesoving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricions’ Auger Bits and Drills 
Joist Borers* Radio Chassis Punches *and many others. 
Greenies Too! Co.,!848 Columbie Ave., Rockford, IM. 


118 


volved discussions on design, proce 
dures, roadway illumination computa- 
and electrical distribution sys- 
tems. Charts, diagrams and photos il- 


tions 


lustrate all sections. A glossary of street | 


lighting terms is also included, and a 


section on maintenance suggestions 
gives data on costs of maintenance as 
well as information on cleaning, re- 
lamping and inspection. The booklet, 
B-5460, is available from Westing- 
house Electric Corp., Box 2099, Pitts- 
burgh 30. 

Fluorescent Fixtures — New fluores 
cent fixture units are designed for use 
in various locations such as depart- 
ment stores, high ceilinged interiors 
and gas stations. A catalog is available 
on request from Leader Electric Com 
pany, 3500 N. Kedzie Ave., Chicago 
8 

Induction Motors—Construction fea 
tures of Allis-Chalmers drip-proof and 
splash-proof squirrel-cage induction 
motors are described in a new bulletin 
released by the company. Motors de- 
scribed have ratings in the 40 C rise 
continuous rated open drip proof and 
50 C rise splash-proof construction, 
from 15 hp at 450 rpm to 800 hp at 
bulletin, 
Squirrel-Cage Induction Motors,” 51- 
B7693, are available upon request from 
Allis-Chalmers Mfg. Co., S. 70th St., 


Milwaukee, Wis 


3,600 rpm. Copies of the 


Lighting Designs—Brochure of four 
pages illustrates and describes custom- 
made exit signs and directionals, as 
well as a complete line of cast protected 
vaportight lighting units. The various 
types of exit signs pictured and de- 
scribed include surface mounted signs, 
edge-lit signs, moulded glass direc- 
tional globes, bulls eye exit signs and 
recessed mounted exit signs. The va- 
portight lighting units described in the 





SALES 
REPRESENTATIVES 
WANTED! 


To represent quality line of Slimline and 
Fluorescent lighting fixtures. Ohio, West 
Virginia, Kentucky, Minnesota, Illinois, and 
Wisconsin open for territorial assignments. 


Write full particulars to: 
RA-4996 Electrical Wholesaling 
330 West 42 St. 

New York 36, N. Y. 











GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Customers want these 
better, longer-lasting 
fuses 


Great Western “Renewable” Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time . . . a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


Tougher materials 
heat dissipation. 
Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


give better 


Tell your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J. 


ELECTRICAL WHOLESALING—August, 1952 





PLUG 
TIP 


All parts 
replace- 
able by 
simply 

removing 
4 screws. 


%" Tip Dia 
. %” Tip Dia 
3%" Tip Dia 
Vy” Tip Dia 
54” Tip Dia 
%” Tip Dia 


VULCAN ELECTRIC CO 


panvers 9 mass. 


OKONITE and 
MANSON tapes 


August, 1952—ELECTRICAL WHOLESALING 


brochure are for exterior and’ interior 
use where corrosive vapors and severe 
weather prevail. They are of Cast 
bronze or cast aluminum. Brochure is 
available from McPhilben Mtg. Co., 
Inc., 1329 Willoughby Brook 


lyn 37,N. Y 


Ave., 





Motor Controls — Illustrations and 


complete descriptions of ac. and d« 
motor controls, multi-unit control cen 
ters and special panels are contained 
in a 12 page booklet issued by the 
Allen-Bradley Co., 136 W 
Ave., Milwaukee 4, Wis 


Greenfield 


Operating Cost Estimator—A _pock 


translucent envelope, 


is, carries a listing on 


et-size plastic 
open at both en 
one side of home electric appliances, 
their estimated usage and the kilowatt 
hour consumption per month based on 
such usage. Reverse side lists farm elec 
tric equipment and the Operations in 
volving use of electric equipment and 
the power consumption for such usage 
Estimators may be secured from Gen- 
eral Electric major appliance distribu- 
tors. 


Better 
help the 


Light Bulbs— A new booklet 
See-Ability,” designed to 
housewife determine the lighting re 
quirements in her home and select the 
kind of electrical light bulbs that will 
best fill her needs is available on re 
quest from Westinghouse Lamp Divi 
sion, Home Lighting Dept., P.O. Box 
450 Bloomfield, N. J 


Cast Iron Boxes — A new 26 page 
(No. SOA) 


construction details and lists standard 


catalog gives complete 
sizes of outlet boxes and fittings, junc 
tion and pull boxes, hinged cabinets, 
terminal boxes and explosion hous 
ings. Catalog also describes and illus 
trates many kinds of custom modifica 
tions which can be made in standard 
boxes. Available on request from 
Hope Electrical Products Co., Inc., 338 
Wilson Ave., Newark 5, N. J 


Bulletin of 12 


color, describes and illus 


Decorative Lights 
pages, in 
trates Gem Electric's line of decorative 
lights. Included in the line are multiple 


indoor and outdoor lamps, in a variety 


~e 


of sizes from 7 to 25 lamps; multiple 
bubble candles, series indoor lamps, 
electrified cellophane wreaths, cando- 
liers, remote control extension cord set, 
plastic Santa Claus and lamp and plug 
fuse tester. Bulletin is available from 
Gem Electric Mfg. Co., Inc., Bush Ter- 
minal Bldg. 237 37th St. Brooklyn 


32,N.Y 


You Cit 
o7t-FOR SAFETY... 


FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


W rite for your 

@ free copy of 

= the Klein 

j Pocket Tool 
_) 


Guide today! 
eet Ma 
Mathias & Sons 
mans +34) 


“Since 1857” 
3200 BELMONT AVE CHICAGO 18 tik 








Whether It’s 


PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 











a UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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~ Piymoury 
PLAsric 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %” wide in handy container. 
single pocket-size meta! can. 


COUNTER DISPLAY FOR THE DEALER 


18 10-ft. rolls, one-half inch wide 


SLIPKNOT Fildhon TAPE 


The result of more than 
fifty years of manufacturing integrity ... 
truly the perfect pedigreed tape . 
- sold in.counter display cartons, individual boxes 
; and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
@ It won't ravel at the edges 
Sold Only Through @ It exceeds all specifications 
Recognized Wholesalers 





ICE STORM / 
CAUSED 
SINGLE || . 
PHASING 82 You can make 
oo fuse selling 


CT a more profitable 
PCS MEMEEE, Force four hours ate . 
the bad ice storm February by showing yeur 


15, 1950 we were endangered 

by single phasing and low 

voltage conditions due to the customer 
damage done the power lines s 


..We 
by the ice. this simple way 


blew a 
» t “During this period, we 
flock of ’ blew a flock of Fusetron dual- 
element fuses—around 240 in Se rs 
Fusetron fuses fact —but we figure that was a 
but we saved very cheap price to pay tor of ot e 
ed saving over 40 motors trom pr ecting motors 


burning up.” 
e 


over 40 motors =‘ 
iene against damage 


Master Mechanix 


from burnout 
Ashland Shirt and Pajama Co 
Ashland, Pa. 


You too, can be safe from electrical hazards 


by using Fusetron@fuses 


They provide 10 Point Protection 


1 Protect against short-circuits. ® 

2 Protect against needless blows caused by harmles 
overloads 

3 Protect against needless blows caused by excessive 
heating lesser resistance results in much cooler 

operat 


4 Provide 
switches 
ontact 


" 
thermal protection 
damage trom 


for panels and 

aZaINst heating due to 
Poor « 

5 Protect motor 

6 Protect motors against 
phasing 


DOUBLE burnout 
cost 


against burnout from overloading 


burnout due to single 


7 Give protection to large 

motor without extra 

8 Make protecti 
Nex pensive 

9 Protect against waste of space and money 
permit use of proper size switches and panels 

10 Protect coils, transformers and solenoids against 


burne 


n of small motors simple and 


have high inrerrupting capacity as 
trical Testing Laboratories 


1947 


ot the Elex 
y in December 


DON'T RISK LOSSES 


Delay may cost you money — but by 


passing the word along that all purchase 


TRUSTWORTHY NAMES 100 records should call for FUSETRON 
ELECTRICAL PROTECTION 

Fuses, you have action that begets 

money saving. 8 U 3 © ¥ A Ni 


BUSSMANN MFG. CO. (0%. McGrow Flee 
Mfg. Co. St. Louis, Mo. 


University at Jefferson ST. LOUIS 7, MO. 
Division McGraw Electric Co 
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